BYRON NORTON 


In late 1946 our national 
advertisement quoted 
Byron Norton of Anderson, 
Indiana, as saying: “It is 

18 months since I joined 
Franklin. Thanks for the 
opportunity you gave me. 
After making a living, I 
have paid for our home, 
bought a new Dodge (for 
cash) made several hundred 
dollars of improvement on 
our home, bought $10,000 
life insurance, received 
$8,000 of free Franklin 
group insurance, and have 
$5,000 on deposit with the 
Franklin. (By the way I 
don’t need the money. 

Can I leave it as an 
interest-bearing account?)” 


CHAS. E. BECKER, PRESIDENT 


Fhe NATIONAL 
| UNDERWRITER 


Like InAwiance Edition 


“Equal to a $62,000 Single 
Premium Immediate Annuity” 


Anderson, Indiana 


James A. Hands, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear Jim: 

I enjoyed visiting with you in your office the other 
day, and rehashing old times, particularly the won- 
derful improvement leading to my present comfort- 
able financial condition. I realize that my story is by 
no means spectacular, but to me it is certainly grati- 
fying. 

As you know, I joined the Franklin in March, 
1945, after twenty years of previous life insurance 
experience. In 1947, my first renewal year, my re- 
newals amounted to $988. Here’s how they have 
grown since then: 





In 1953 they should exceed $4,000 
Remember that during these eight Franklin years 
I have enjoyed an average income of $12,000, and in 
that short period of time have built up financial se- 
curity for myself and my family of over $300 per 
month (renewals) which is equivalent to owning a 
$62,000 single premium immediate annuity—at age 
53. 
I’m a happy man, as I wrote you once before. 
(Signed) Byron Norton 
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One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Four Hundred Million Dollars of Insurance in Force 
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Have yoo heard di 





“Well, listen to this! Harriet’s going to stay 
right here in town—right in her own house! 
And she’s not going to have to go to work! 
She told me so this morning. She said 
George's insurance not only paid off the bal- 


ance of the mortgage but is giving her a reg- 


George is going to be able to finish college 
. . . What’s that? . . . Oh, I know! Harriet 
would be lost if she had to move away—and 
young George is doing so well it'd bea shame 
if he couldn’t finish. That George! I always 


did admire Harriet’s husband—and now more 





than ever.” 


Respect for a job well done—a job engineered by one 

of the many talented, persevering life underwriters 

who know that the cost of negligence is paid in deprivation. 

What other profession so certainly results in happiness 

for others—in satisfaction for one’s self? r 1853 Y 
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ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 CONNECTICUT 
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The National Weekly Newspaper of Life Insurance 


Pritchard Heads 
NALU Nominating 
Committee for 1954 


Gilmore Appoints 
Chairmen of 27 


Other Committees 


Oren D. Pritchard, manager of Union 
Central Life at Indianapolis, was 
elected chairman of the 1954 National 
Assn. of Life Underwriters nominating 
committee in a poll conducted by mail. 

In addition, Robert C. Gilmore, Jr., 
Mutual Benefit Life, Bridgeport, Conn., 
NAL.U. president, appointed the fol- 
lowing chairmen for 27 other commit- 


tees: 

Affairs of veterans and servicemen, 
Louis J. Grayson, Travelers, Washing- 
ton; agents, Howard C. Ries, Equitable 
Society, Everett, Wash.; associations, 
John C. Donohue, Equitable of Iowa, 
Baltimore; sub-committee on coordin- 
ation, Mrs. Laura M. Benham, Pruden- 
tial, Niagara Falls, N. Y.; by-laws, M. 
W. Peterson, Lincoln National, Char- 
lotte, N. C.; compensation, Stanley C. 
Collins, Metropolitan, Buffalo; conser- 
vation, C. L. O’Quinn, Aetna Life, 
Laurel, Miss.; convention program, A. 
Jack Nussbaum, Massachusetts Mutual, 
Milwaukee; credentials, Fisher E. Sim- 
mons, Jr., Pan-American Life, New 
Orleans; disability insurance, Carl A. 
Ernst, North American Life & Casualty, 
St. Paul; elections, Harry J. Syphus, 
Beneficial Life, Salt Lake City. 

Also, legislation, Gerard S. Brown, 
Penn Mutual, Chicago; field practices, 
Robert L. Walker, Peninsular Life, 
Orlando, Fla.; functions and activities, 


| Henry S. Stout, John Hancock, Dayton, 
| 0.3 group insurance, David B. Fluegel- 


man, Connecticut Mutual, New York 
City; location, Charles E. Cleeton, Oc- 





| cidental of California, Los Angeles; 


membership, Mitchell M. Rosser, Phoe- 
nix Mutual, Boston; public informa- 
tion, William D. Davidson, Equitable 
Society, Chicago; publications, Claude 
C. Jones, Connecticut Mutual, Indiana- 


| polis; relations with attorneys, Theo. 
| M.Green, Massachusetts Mutual, Okla- 





| 
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homa City. 

In addition, relations with other 
organizations, Mrs. Elsie Doyle, Union 
Central, Cincinnati; relations with 
trust officers, Paul H. Conway, John 
Hancock, Syracuse, N. Y.; research 
and industry development, Philip B. 
Hobbs, Equitable Society, Chicago; re- 
Solutions, Henry S. Stout, John Han- 
cock, Dayton, O.; social security, 
Albert C. Adams, John Hancock, Phil- 
adelphia; state law and legislation, 
Oren D. Pritchard, Union Central, 
Indianapolis; underwriter education 
and training, Howard V. Krick, Penn 


| Mutual, New Haven, Conn.; women 


underwriters, Alberta Light, National 
Life of Vermont, Detroit. 

Other nominators are Robert L. 
Clark, California-Western States, 
Houston; C. D. Cowles, Jr., Northwest- 
ém Mutual, Buffalo; J. N. Lenhart, 
Great-West, Cleveland, and L. D. 
Stark, Connecticut Mutual, Houston. 


TO ASK EARLY HEARING 


John MacArthur and 
Dunne Indicted for 
Libeling Cravey 


The Pulaski county, Ga., grand jury 
at Hawkinsville last week returned an 
indictment against John MacArthur, 
president of Bankers Life & Casualty 
of Chicago, and James E. Dunne, pub- 
lisher of the Insurance Index of Louis- 
ville, charging they caused, “wickedly 
and maliciously,” the publication of 
libelous statements about Zack D. 
Cravey, Georgia commissioner. Coming 
just in time to beat the statute of limi- 
tations, the indictment charges that an 
editorial in the Index in September, 
1951, contained, among other things, 
“malicious, defamatory” statements. 

Georgia newspapers quoted Cravey 
as saying he knew nothing about the 
indictment but that he had seen the 
editorial. 





® e @ 

A hearing of the charges cannot be 
had until the accused parties enter 
Georgia. Mr. MacArthur told THE Na- 
TIONAL UNDERWRITER this week that he 
had nothing to do with the writing or 
publishing of the editorial. “Jimmy 
Dunne was indicted in 1951 by the 
Fulton county grand jury for writing 
it and I was not included,” Mr. Mac- 
Arthur said. “Since then we have filed 
our conspiracy suit against Cravey and 
others for $30 million damages and 
apparently that made me co-author of 
the editorial. I don’t recall the details 
but if the grand jury found, as reported 
in the Atlanta Constitution, that the 
‘statements about Cravey exposed him 
to public hatred, ridicule and contempt 
and tended to blaspheme the honesty, 
virtue, integrity and reputation of 
Cravey,’ I would be inclined to think 
it was a good editorial. If the purpose 
of the indictment is to keep me out of 
the state of Georgia, it will fail because 
I will demand an immediate trial. I 
have been told the defense to any libel 
action is to prove the truth of the 
alleged libel. If, in defending myself, 
I get the opportunity to prove the 
things I know, I have nothing to worry 
about. Actually I will be grateful to 
Cravey for providing the forum which 
will enable me to produce the wit- 
nesses under oath.” 


HANCOCK LEADERS RALLY 


Life Insurance 
Investment Always 


Looks Good: Clark 


“Even life underwriters do not al- 
ways realize what an excellent prop- 
erty life insurance is until they are in 
a position to study and evaluate their 
own life insurance estates,” John Han- 
cock’s President Paul F. Clark told a 
meeting of general agency leaders held 
in Chicago this week. 

Demonstrating his own life insur- 
ance estate, Mr. Clark showed how its 
values had met the test, not only of 
time but of change of circumstance. 
“You don’t have to look in the news- 
paper every day to see how your life 
insurance is doing,” he said. “Meas- 
ured against other forms of property, 
life insurance always looks good—but 
when other investments are disap- 
pointing, it looks better.” 

Stressing that salesmanship alone is 
not enough to raise the life insurance 
business to its highest usefulness in 
the economy, R. Radcliffe Massey, 
vice-president of the general agency 
department, told the agents, “Despite 
the billions of dollars on the books of 
life insurance companies—we are a 
distressingly underinsured nation. And 
I am optimistic enough to believe that 
the knowledge of life insurance which 
you and you alone can bring to your 
prospects will eventually narrow the 
gap between the need for what you 
have to sell and the amount of life in- 
surance protection of the average fam- 
ily.” 





He said agents have a big advant- 
age over every other type of sales- 
man, since practically nobody they call 
on knows as much as they do about 
life insurance, something not so true 
in other selling fields. 

Hancock sales materials were de- 
scribed by Charles W. Hoover, mana- 
ger of sales promotion; M. L. Camps, 
New York City, talked on prospecting, 
and Harry H. Welsh, Jr., Kansas City, 
acted as moderator in a panel discus- 
sion on “Day Time Selling.” 

Albert V. Meltzer of the Fee agency 

(CONTINUED ON PAGE 19) 








Late News Bulletins... 








American Life of Alabama Haled into Court 

American Life of Birmingham has been ordered to produce its books and 
records for examination in circuit court at Birmingham Oct. 12 in connection 
with a suit brought by two stockholders. The suit charged that officers of the 
company had participated in illegal kickbacks and had dissipated assets. The 
suit asks that a receiver be appointed to assemble and hold all assets now held 
by T. W. Wert, president; Mrs. E. B. Montgomery, vice-president, and M. S. 
Hobbs, treasurer, in order to protect the interests of the complaining stock- 
holders and other persons interested. The decree issued by Circuit Judge Hawk- 
ins also ordered the three officers to submit to oral examination Oct. 12 and 
set the same date for hearing on an injunction. 


Seek Modification of Military Sales Rules 
WASHINGTON—Louis Grayson, chairman of the National Assn. of Life 
Underwriters committee on affairs of veterans and servicemen and president 
of the District of Columbia association, has taken up with Defense Department 
(CONTINUED ON PAGE 20) 
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Gilmore Pledges 
Exhaustive Study 
of NALU Problems 


Company-Member Plan, 
Headquarters Site, 213 


Among Topics; Praises Staff 


Robert C. Gilmore, Jr., Mutual Bene- 
fit Life, Bridgeport, Conn., new presi- 
dent of National Assn. of Life Under- 
writers, in a statement of policy this 
week pledged his efforts during the 
coming year to a revision of sections 
213 and 213-a of the New York State 
insurance law, to a full survey of the 
company-member problem prompted 
by the New York State association’s 
proposal, and to continuation of an 
“exhaustive search” for a permanent 
N.A.L.U. headquarters site. 


Mr. Gilmore’s statement follows: 

“The responsibility of every N.A.L.U. 
administration is to develop a program 
for this association which will not only 
carry out the traditional long-range 
principles and objectives clearly de- 
fined over the years, but implement 
these basic considerations by a specific 
short-range program which can be put 
into effect throughout the year. 


“At the beginning of this adminis- 
tration, I feel fortunate indeed to have, 
in my fellow officers and members of 
the board of trustees, outstanding life 
insurance men and women from every 
section of the country who are whole- 
heartedly devoted to the interests of 
N.A.L.U. and who have assured me of 
their full support and cooperation. The 
entire headquarter’s staff, long over- 
burdened in many ways, is loyal and 
able and attends to the manifold affairs 
of the association with marked compe- 
tence. Greater productivity with our 
existing facilities and personnel, bene- 
fitting every one of our members, will 
come promptly, I am confident, when 
Lester Schriver takes the reins as 
managing director on Oct. 1. It is 
essential that N.A.L.U. build greater 
depth in its over-extended staff, and 
our managing director will concentrate 
on this problem, with the help of the 
executive committee. 

“Under David B. Fluegelman’s able 
guidance, in the past year—a year un- 
usually beneficial for our membership 
in its achievements—members of the 
board of trustees individually took the 
assignment of visiting no less than 10 
member associations. In the coming 
year, your present board is charged 
with the same responsibility for it is 
essential that this pattern of intimate 
contact and mutual understanding be- 
tween N.A.L.U. and its member associ- 
ations be strengthened and developed. 
At the conclusion of my term as presi- 
dent, the board members will submit 
detailed reports to me on their visits to 
associations with proposals on ways in 
which N.A.L.U. can work more effec- 
tively with all associations. 

“In addition to improving the opera- 

(CONTINUED ON PAGE 18) 
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Spindell Telis How to Turn Tax Savings 
from Term Trusts into New Life Sales 


“The term trust is one of the most 
effective instrumentalities that has 
come to my attention in recent years 
for saving income taxes to taxpayers 
with both small and large estates in 
such a way that the funds so saved 
can be channelled into life insurance 
contracts,” said Robert F. Spindell, 
Chicago insurance attorney, at a meet- 
ing of Detroit Life Insurance & Trust 
Council on Tuesday and of Chicago 
Life Insurance & Trust Council Thurs- 
day. 

This, moreover, can be accomplished 
only through the use of a trust instru- 
ment and the Treasury regulations 
laying down the detailed provisions 
for a qualified term trust make it ex- 
tremely advisable to use a corporate 
trustee instead of a related trustee, he 
added. And the term trust device offers 
tax advantages that are virtually guar- 
anteed by the Treasury Department, 
because the regulations are so specific 
that if one complies with them strictly, 
the tax consequence will be automatic 
so far as the Treasury is concerned. 

e e ° 

The basic idea of the term trust is 
that the grantor creates a trust for a 
term of years, at least 10, with the 
income payable to, or accumulated for, 
the benefit of designated beneficiaries. 
At the end of the term the trust corpus 
goes back to the grantor and the ac- 
cumulated income, if any, goes to the 
beneficiary. During the term of the 
trust, the income, instead of being 
taxed to the grantor, is taxed to the 
beneficiary or to the trustee, who pre- 
sumably will be in much lower income 
tax brackets. In this way the high- 
bracket taxpayer can capture substan- 
tial tax savings which might otherwise 
be lost forever, without permanently 
giving up his property, Mr. Spindell 
pointed out. He then explained the 
Treasury’s stand on trusts as defined 
under the Clifford regulations. 

He remarked that although the vari- 
ous courts over the years have had 
considerable difficulty in determining 
the period of years necessary to create 
a valid “short” term trust, the com- 
missioner has no such difficulty. The 
rule of thumb set up by the commis- 
sioner in regulations 111, Sec. 29-22 
(a)-21(c) is: 

(a) 10 years if the trust is of a 
charitable nature or if neither the 
grantor nor his spouse retain any ad- 
ministrative control over the trust, or 

(b) 15 years if the grantor or his 
spouse has the power to vote stock of 
the trust, or control investments or to 
repurchase trust assets. 


If the trust is of shorter duration 
than 10 years, where no control is ex- 
ercised by the grantor, or if it is for 
less than 15 years where control is 
exercised by the grantor, then the com- 
missioner will apply the Clifford regu- 
lations and tax the income of the trust 
to the grantor rather than to the trus- 
tee or beneficiaries. But if the rules 
in the regulations are strictly followed 
when setting up a short-term trust, 
the income tax benefits are practically 
guaranteed by the Treasury Depart- 
ment, Mr. Spindell reiterated. 

Mr. Spindell explained further that 
the U. S. Supreme Court held that in 
the case of Clifford vs. Helvering, the 
income of a trust was taxable to the 
settlor where the following three fac- 
tors were present: The trust was for 
a term of five years, at the end of which 


time the trust corpus was to revert 
to the settlor, the trust income was 
payable to the settlor’s wife in the dis- 
cretion of the husband as trustee; the 
settlor, as trustee, reserved extensive 
powers of management over the trust 
property. Mr. Spindell said the Su- 
preme Court took the view that the 
settlor’s retention of control over such 
a trust was so complete that he was 
still, in practical effect, the real own- 
er of its income. 

The present ruling of the commis- 
sioner is that even if the grantor has 
reserved no power whatever over the 
disposition of the income or corpus, 
or over the management of the trust 
property, nevertheless, he will be taxed 
on the income if it is for a term short- 
er than 10 years. But if it is for a term 
of 10 years or longer, then the income 
will not be taxed to him. 

Mr. Spindell brought up the point 
that there has been widespread mis- 
understanding among members of the 
bar, life underwriters and trust officers 
about the significance of the case of 
Clark vs. Commissioner, circuit court 
of appeals, 7th Circuit, 202 Fed. (2d) 
94 (Feb. 19, 1953). The question raised 
is, “If the Clifford regulations are in- 
valid, how can we then rely upon them 
in adopting irrevocable short-term 
trusts?” To this Mr. Spindell said in 
part: 

e * e 

Even if the court decision wiped the 
Clifford regulations off the books, the 
taxpayers should not be concerned, be- 
cause in no decision has a court ever 
gone so far as the Clifford regulations 
in taxing term trusts—in no case has 
it taxed the trust with a term as long 
as 10 years. And any adverse Supreme 
Court decision would necessarily sus- 
tain a trust with a term shorter than 
10 years. 

The Treasury Department is cer- 
tainly not going to revoke the Clifford 
regulations until the matter is finally 
settled by the Supreme Court and such 
a case cannot reach that court until 
there is a diversity of opinions in the 
circuit courts of appeals on the ques- 
tion of the validity of the Clifford reg- 
ulations. It may be several years be- 
fore this occurs. Assuming that the Su- 
preme Court agrees with the 7th cir- 
cuit that the Clifford regulations are 
invalid, such a decision would neces- 
sarily uphold a term trust less favor- 
able than those permitted by the regu- 
lations. 

In naming some of the opportunities 
for using a short term trust, Mr. Spin- 
dell said, by skillful drafting of a trust 
where the beneficiaries are minors, a 
substantially larger income tax saving 
than first meets the eye can be 
achieved. This is done by drawing the 
trust instrument so as (a) to preserve 
the grantor’s $600 credit for each bene- 
ficiary and (b) at the same time ob- 
tain a $600 exemption for each bene- 
ficiary. This is a “hooker” that is fre- 
quently overlooked when this subject 
is discussed. 

Assume, he said, a married taxpayer 
has a net taxable income of $28,000 of 
which $2,115 represents income from 
$50,000 of securities that he does not 
need currently. Assume further that 
he has three minor children aged 4, 6, 
and 8 years and that he and his wife 
still have their $30,000 lifetime gift 
tax exemption. The return from this 
investment is currently taxed at 53%, 
leaving a net return of $994 out of the 


$2,115 received to be added to the 
family savings. The grantor now sets 
up the $50,000 of securities in a 10- 
year trust, naming a trust company 
as trustee. The trustee is directed to 
pay $599 each year to each child. The 
remaining income is to be accumulated 
by the trustee. After subtracting the 
trustee’s fee of $250 from the $2,115 
of trust income, there is left $1,865 of 
which $1,797 is paid to the benefici- 
aries. No income tax is due from the 
beneficiaries since their income is less 
than $600. 

By the same token, they remain as 
exemptions to the parent. The trustee 
is entitled to a $100 exemption, with 
the result that the remaining $68 is 
also free of tax. The present value of 
the total gift for gift tax purposes is 
$14,554. The amount which qualifies 
for annual exclusion is $14,944, which 
is obtained by multiplying 599 by the 
annuity factor of 8.3166 and in turn 
multiplying that product by 3. In other 
words, the three annuities for $599 for 
10 years are worth $14,994. If the wife 
joins in the gift, then a $6,000 annual 
exclusion is available for each child or 
$18,000 for all three. Since the amount 
qualifying for the exclusion, $14,994 
(based on annuities), is greater than 
the amount subject to gift tax, $14,554 
(based on 29.1% of market value of se- 
curities), there would be no gift tax 
due. Furthermore, no part of the life- 
time exemption is used, Mr. Spindell 
noted. 

In this example, instead of netting 
$9,940 at the end of 10 years from the 
income on securities, the grantor— 
through the use of this trust—nets $18,- 
650, from which the trustee’s termina- 
tion fee of $500 is to be subtracted for 

(CONTINUED ON PAGE 19) 


Mutual of Omaha 
Policy Goes Into 
Air Vending System 


Mutual Benefit H. & A. has become 
the insurer of air travel policies issued 
through Tele-Trip Policy Co. Ince., 
making the insurance available in 54 
airports, V. J. Skutt, Mutual of Omaha 
president, announces. Heretofore the 
insurer has been American Employers. 
Mutual of Omaha becomes the insurer 
of policies sold through Tele-Trip’s 
coin-operated trip insurance validating 
machines. 

Machines will sell policies giving 
coverage for either domestic or foreign 
travel on scheduled airlines ranging 
in amounts from $5,000 to $50,000. The 
domestic rate is 25¢ per trip for each 
$5,000 of insurance. There is issued 
a 3¢ stamp as the policy is validated, so 
that it can be mailed to the insured’s 
home or office or his beneficiary. The 
policy as it comes from the machine is 
a self-mailer. It is possible to buy mul- 
tiple policies for amounts in excess of 
$5,000 and thus get a 3¢ stamp with 
each. 

John Shaheen is the main factor in 
Tele-Trip. 


Arnold to Speak at Buffalo 


Doane Arnold, vice-president of New 
England Mutual Life, will give his idea 
of what the home office expects of an 
agent, and in turn what the agent can 
expect from the home office under- 
writer, at the first fall meeting Oct. 7 
of Buffalo Life Managers Assn. 


New Delta Life Chiefs 


Delta Life of New Orleans has 
elected J. E. Sontheimer chairman and 
V. S. Oulliber president. The company 
formerly was known as Tharp-Sonth- 
eimer Life. 














Conklin, Slattery 
Are Promoted by 
Guardian Life 


George T. Conklin, Jr., formerly 2nq 
vice-president, has been advanced t 
financial vice-president of Guardiay 
Life, and John C. Slattery, formerly 
director of public relations, has 
appointed to the newly-created pos 
of superintendent of agencies for A.&H. 

Mr. Conklin joined Guardian’s ip. 
vestment department in 1939 and was 
made assistant to the president in 1944 
He became director of research in 1946 
and 2nd vice-president in 1949. He has 
served on the investment research 
committee of Life Insurance Asgp, 
since 1951 and currently is vice-chair. 
man of the financial section of Amer. 
ican Life Convention. In 1952, he was 
appointed to the research advisory 
committee of L.I.A.M.A. and to the 
board of the Life Officers Investment 
Seminar of A.L.C. He also is chairman 
of the joint L.I.A.-A.L.C. committee 
on monetary and debt management 
and is a member of the joint committee 
on direct placements. 

Mr. Slattery went with Guardian in 
1926 as editor of its field magazine, his 
duties including responsibilities in the 
development of Guardian’s sales pro- 
motion and advertising programs. He 
was agency secretary in 1940 and three 
years later advanced to agency direc- 
tor for the west and south. In 1948 he 
was named director of public relations. 

Mr. Slattery’s appointment marks 
another step in the development of 
Guardian’s A. & H. program, launched 
a year ago, and centers A. & H. sales 
responsibility around one officer. 

Guardian advertising and sales pro- 
motion activities will continue under 
the direct supervision of John A. Buck- 
ley, Jr., sales promotion director. 





Edmundson Succeeds Aiken 
at L.A. for Jefferson Standard 


John G. Edmundson has been ap- 
pointed manager for Jefferson Stand- 
ard at Los Ange- 
les, succeeding 
Emmitt R. Aiken 
who is retiring. 
Mr. Aijiken will 
continue with the 
company there as 
a personal produ- 
cer. Before joining 
Jefferson Stand- 
ard earlier _ this 
year, Mr. Ed- | 
mundson for four 
years was with 
Mutual Benefit 
Life at Los Ange- 


J. G. Edmundson 
es. 
Mr. Aiken has been with Jefferson 


Standard for more than 32 years. 
Starting as an agent in North Carolina, 
he later was transfered to El Paso, 
Tex., as manager. He was Los Angeles 
manager for 14 years. 





To Hear Day at Chicago 


J. Edward Day, associate general 
solicitor of Prudential, will address 2 
meeting of Chicago Group Supervisors 
Oct. 5 on “Observations on_the Reg- 
ulation of Life Insurance Companies 
from Both Sides of the Fence.” Mr. 
Day is a former Illinois insurance | 
director. 








Mutual Life Has Clean-Up Week 
A “Clean-Up Week” was staged by 
Mutual Life during which more that 
1,800 home office employes took patt 
in an effort to restore the “newness” | 
that prevailed when the company | 
opened its new building in 1950. ; 
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GERALD W. PAGE, C.L.U., General Agent, Provident Mutual, Los Angeles 





Your Provident Mutual associates join your 
host of friends throughout the country in 
congratulating you upon your election as 
President of The American Society of 
Chartered Life Underwriters. 

As a leader of more than 3500 C.L.U.’s 
who make up the American Society and who 
represent over 90 Chapters, you have the 
responsibility of carrying forward the im- 
portant C.L.U. program to new levels of 


PHILADELPHIA 


accomplishment during the coming year. 

As our business becomes more complex 
with each passing year, the C.L.U. movement 
grows steadily in importance. It is playing a 
vital role in equipping today’s life under- 
writer to render services of a high standard 
to the insuring public. 

We are confident, Gerry, that the success 
of the program will continue under your 
very able leadership. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY 


PENNSYLVANIA 


Founded 1865 
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Trend Is to 22% Discount on Premiums Paid 
in Advance, Acceptance of Larger Sums 


One of the most pronounced and 
noticeable trends in life insurance to- 
day is the adoption by more and more 
companies of a 214% discount rate on 
premiums paid in advance. Until fairly 
recently most companies were dis- 
counting advance premiums at 2%. 

The change to the higher rate gained 
momentum early this year. On Jan. 
1, 22% of the larger companies were 
discounting premiums at the 214% rate 
as against 18% a year earlier. As one 
company after another shifts to the 
44% increase it becomes safe to predict 
that by the end of this year at least 
half of all the major companies will 
have the 214% rate in effect. 


Since Jan. 1, 13 of the largest com- 
panies have gone to 214%, including 
Northwestern Mutual, which has just 
recently adopted the practice of ac- 
cepting premiums in advance. Many 
companies will accept 20 premiums 
in advance, discounting them at 214% 
put having a lower discount rate for 
more than 20 premiums. Most com- 
panies have established a limit, ranging 
from $50,000 to $100,000, on the amount 
of advance premiums they will accept. 

The advance in the discount rate 
fom 2 to 21%4% is due entirely to 
the increased interest earnings of the 
life companies. It is only now being 
realized by a majority in the business 
that additional interest earnings are 
ging to be importantly beneficial to 
life companies. The extent of the im- 
provement was not sensed at first, 
but now it is perceived that “hard 
money” has become a reality, that in- 
terest rates in all categories of finance 
are definitely higher than they were 
a year ago, and that as money is the 
commodity of life companies they are 
going to be able to show an improve- 
ment in interest earnings that no one 
would have had the temerity to predict 
a year or two ago. 

Many companies invoke some sort of 
penalty where premiums are paid in 
advance and discounted, but later on 
withdrawn. It is observed though that 
there is a disposition to relax the with- 
drawal penalty or in some cases to 
eliminate it entirely. There is develop- 
ing a more liberal attitude toward the 
withdrawal of unearned premiums, 
except that if a withdrawal of pre- 
miums paid in advance is requested, 
most companies require that the entire 
amount of such premiums be with- 
drawn rather than to permit partial 
withdrawals. 


The willingness of so many com- 
panies to accept 20 premiums in ad- 
vance and as much as from $50,000 
to $100,000 in such premiums in effect 
puts these companies in the position 
of operating a premium deposit fund 
even though it may not be called by 
that name. About one-third of the com- 
panies have a premium deposit fund, 
this being an arrangement by which 
@ policyholder may establish what 
amounts to a bank account upon which 
interest is paid. But now that com- 
panies are willing to discount advance 
Premiums at 214% and to accept 


| Telatively large sums in advance pre- 


miums, they are offering what for 
all practical purposes is a deposit plan 
at attractive interest rates. 

There is also in effect a more 
liberal attitude toward the payment 
of unearned premiums under settle- 


ment options. For example, formerly 
if $2,000 of advance premiums had 
been paid and death occurred, such 
advance premiums were payable to the 
estate and were not allowed to be 
applied under settlement options. It is 
now the practice of many companies 
to permit unearned premiums to be 
paid to the beneficiary under settle- 


ment options, and it is not required 
that they be paid to the estate. 

The advantage of paying premiums 
in advance is becoming better under- 
stood. In former years it used to be 
felt that nothing could compare to a 
paid-up policy. But a paid-up policy 
is not always best from the standpoint 
of the beneficiary. As an illustration, 
if a policyholder should place an ordi- 
nary life contract on the paid up basis 
by paying $1,000 and should die six 
months later his beneficiary would 


get only the face amount of the policy 
which might be, say $5,000. On the 
other hand, if $1,000 of advance pre- 
miums should be paid and death 
occur at any time after their pay- 
ment the beneficiary would receive the 
face of the policy, $5,000, plus the re- 
turn of any unearned premiums. From 
the standpoint of the beneficiary this 
means that the full face of the policy 
would be paid plus what might be 
termed savings in effect as if the 
money had been deposited in a savings 
bank. 

















The First and Only Complete 


EMPLOYEE-BENEFIT PLAN 


specially designed for Small Business Firms! 


FLEXIBLE e 


It’s MONY MODULE 


A Multiprotection Plan — 
and it’s Completely New! 


MONY Module offers combinations of: 


1. Retirement pension for the employee, 


2. 


3. 
Security. 


4. Disability income for the employee. 


5. 
ployee and his family. 


The word ‘‘Module’”’ means “unit.’? The 
Module Plan is made up of a combination of 
basic units of insurance and pension benefits. 
It’s a “build-your-own, unit-by-unit” plan 
under which businessmen choose the benefits 
they want, and pay only for the benefits they 


choose. 


Hits a Tremendous Market! 
Until the invention of MONY Module, there 


ADAPTABLE « 


Death benefits for his dependents. 


Income to his widow to supplement Social 


Hospital and surgical benefits for the em- 


ECONOMICAL « 





EFFICIENT 


Mutual Of New York 


was no comprehensive employee-benefit plan 


especially designed for small firms—a market 
which has expanded greatly in recent years. 


Group insurance and annuities—so widely 
used by larger organizations—do not ade- 
quately meet the need in asmall firm. And 


pension trust retirement plans for such 
groups, using regular retirement policies, are 
often inflexible and expensive. 


proudly offers this new product 
through its Field Underwriters. 


MowaQe New York 


“FIRST IN AMERICA” 
The Mutual Life Insurance Company of New York 
Broadway at 55th Street, New York, N. Y. 


WEATHER STAR SIGNALS ON 
TOP OF OUR HOME OFFICE 


Oe eusccacas es Fair 
Orange. .......... Cloudy 
Orange flashing. ...... Rain 
White flashing... .... Snow 
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Continental Assurance Pyramid Club Has 
Chicago Meet; Sales Problems Are Fare 


“Lace Up Your Gloves” was the 
theme of the convention at Chicago of 
the Pyramid Club of Continental As- 
surance. Representatives throughout 
the U. S., Canada, Alaska and Hawaii 
heard company men and _ leading 
agents emphasize fundamental mar- 
keting problems of life insurance, re- 
sponsibilities of the underwriter and 
problems of sales operation. 

President Roy Tuchbreiter pointed 
to the accomplishments of life insur- 
ance but declared that much is yet to 
be done in elevating the business to 
the level it is capable of achieving. He 
mentioned that Continental Assur- 
ance’s insurance in force, which was 
less than $500 million 10 years ago, 
now is almcst $2,500,000,000. 

Howard C. Reeder, executive vice- 
president, urged that life companies 
depend more on deliberation and less 
on fortune in attracting promising col- 
lege graduates. This type of recruiting 
must be done on purpose, not by ac- 
cident, he said, adding, “Let us en- 


courage more men to prepare for life 
insurance careers as the ultimate pur- 
pose of their college training, rather 
than to gravitate into our business af- 
ter trying several other things. Our 
market is expanding faster than we are 
building life insurance, and purchasing 
power is at all-time high levels, but 
the business has not kept pace with 
the pattern.” 

Mr. Reeder pointed to the relative- 
ly new market, the middle income 
families with $4,000 or more annually, 
who now have the “discretionary buy- 
ing power” necessary to purchase life 
insurance in substantial amounts. 

An outstanding talent of life insur- 
ance men is that of persuasion and “we 
are guilty of misuse of that talent if 
we do not persuade to the full measure 
of our abilities,”’ Raymond H. Belknap, 
president of U. S. Life and vice-presi- 
dent of Continental Assurance, told 
the meeting. He said agents in this 
country could take a leaf from the book 
of Latin American representatives, 














National App-A-Week Club. 


Cincianati 





OUR GENERAL AGENT 


L. A. WOOD 


Springfield, Missouri 


ince 1927 General Agent L. A. Wood and 

his associates have made, and still are mak- 

ing, thousands of loyal friends and policy- 
owners for The Ohio National. Through the 
years he has developed many competent and 
successful field representatives while building 
one of our top-ranking general agencies. At the 
same time he has set a fine example for his 
associates by consistently qualifying for the 
ONLI Honor Clubs. With 1270 consecutive 
weeks of personal production to his credit, Mr. 
Wood is also the leading member of The Ohio 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 
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who build their sales approach on an 
emotional basis. 

“They tell a client, ‘You cannot say 
no to me because if you do, you start 
an endless chain of noes. No, not an 
endless chain of noes. You start a no 
to your widow when the grocer says 
he can’t give her any more food; her 
credit is exhausted. You start a no 
from the landlord when she can’t live 
in her home any longer. You start 
a no from the clothing merchant. Un- 
til finally your wife or your beautiful 
daughter has to say yes when it should 
have been no.’ ” 

A healthy picture of the group in- 
surance market was sketched by Paul 
H. Rinker, vice-president of the group 
department, who said that cases being 
written this year are double the 1952 
rate, and American firms spent more 
money for welfare of employes last 
year than ever before. Mr. Rinker 
stressed that his report did not include 
group creditor insurance, which also 
has experienced a sharp growth since 
1952. 

Continental’s C.L.U. association held 
its annual breakfast and elected Ed- 
ward D. Landers, general agent at 
Cleveland, president. Paul C. Green, 
general agent at Baltimore, is vice- 
president, and Morris B. Hack, assist- 
ant to the vice-president, secretary- 
treasurer. 

Other company men who addressed 
the convention were Dr. Clifton L. 
Reeder, medical director, and Marshall 
B. Simms, superintendent of agents, 
who presided at all sessions. 

General agents and producers who 
participated were Robert L. Blue, Mi- 
ami; Dwight G. Johnson, Philadelphia; 
Francis Von Kahler, New York City; 
Stanley J. Neuman, Los Angeles; W. E. 
Carpenter, Miami; Frank Dick, Man- 
kato, Minn.; Ralph Santella, Glovers- 
ville, N. Y.; Herman L. Toedtman, 
Dayton; Philip C. Belber, Newark; 
Howard C. Riordan, Washington, D. C., 
and Lloyd H. Fader, general agent for 
Lincoln National Life at Cleveland. 

Leadership winners for the club 
year and their respective categories 
were: Volume, Harry M. Bittner, Jr., 
Detroit; T. Averett Taylor, Atlanta; 
Beecher C. Swaim, Hartford; Mr. Blue; 
Myron Beitman and Irvin Yoffee, Har- 
risburg; premium, Maurice C. Linder, 
Newark; Gerhard M. Kuechle, Cleve- 
land; Mr. Swaim; Harold N. Sloane, 
New York City and William T. Cline, 
Chicago. 

It was announced the Pyramid Club 
will meet on a national basis every 
third year, when it convenes coinci- 
dentally with the meeting at Chicago 
of the President’s Club. In all other 
years the Pyramid Club will meet on 
a regional basis. The locations for the 
1954 regionals will be Denver and 
Washington, D. C., for eastern and 
western U. S. agents, and Canadian 
producers will meet in Ontario. 





Tex. Selection Men Meet 


Texas Home Office Life Underwrit- 
ers Assn., holding its first meeting of 
the autumn season at Dallas, heard an 
address by Dr. Robert N. Hesser, con- 
sultant with the Dallas Committee for 
Education on Alcoholism in the Com- 
munity. He discussed treatment and 
rehabilitation of alcoholics. 

Scheduled to address the association 
at future meetings will be Dr. Charles 
B. Ahlefeld, medical director of Busi- 
ness Men’s Assurance, and Dr. W. H. 
Scoins, medical director of Lincoln Na- 
tional Life. 


e Claude C. Couvillion of Baton Rouge 
has been appointed Louisiana state 
ao of Southern Farm Bureau 
ns. Co. 





Says Credit Life Should 


Be Savings & Loan Service 


To keep pace with other lending jn. 
stitutions in the home mortgage fie] 
the savings and loan industry was 
urged to offer customers consume 
credit insurance in a talk by Francis 
J. Mulhern of Old Republic Credit Life 
of Chicago before the annual meetj 
of Wisconsin Savings & Loan League 

He mentioned a special adaptation of 
consumer credit insurance that has 
been developed for savings and loan 
associations, noting it provides low. 
cost protection for the borrower and 
his family during the “critical periog” 
following an injury, illness or death, 

Such programs have not succeeded 
in the past, according to Mr. Mulhe 
because the cost was too high for the 
average home-buyer and the insurance 
was too complex to be handled by the 
average association employe. Simplifi- 
cation of the coverage has overcome 
these objections, he said. 

Credit life is at least as important 
to the lending institution and its bor. 
rowers as is fire insurance, Mr. Mul. 
hern said, since during the period of 
a 15-year mortgage there will be 163 
death losses to each fire loss. 









ABE DAIGLE 


Lafayette, Louisiana 


IT'S FUN TO BE FIRST! 


Our Lafayette, Louisiana 
District, Mr. Abe Daigle, 
Manager, has led all other 
districts in combined produc- 


tion FOR FIVE YEARS ! 


Mr. Daigle began with Life and 
Casualty as an Agent in 1933, 
was promoted to Superintendent 
in 1938. He was made 
manager of the Lafayette 
District December 7, 1942. 


Abe Daigle is a prime example 
of a Life and Casualty trained 
Career Underwriter. In church 
activities, civic and family life, 
he is a leader. He and his 
fellow district managers have 
made Life and Casualty a leader 
in the Insurance Industry. 


Life and Casualty 
Insurance Company of Tennessee 


Guilford Dudley. Jr, President 
Home Office: Nashville, Tennessee 


Life Insurance in Force 
OVER ONE BILLION DOLLARS 
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Ledden and Carrel 
Are Promoted 


R. J. Stoner, treasurer of Lincoln 
National Life, has retired and is be- 
ing succeeded by 
M. C. Ledden, for- 
merly controller. 
C. W. Carrel re- 
places Mr. Ledden 
as controller. 

The company 
has declared an 
extra cash divi- 
dend of 50¢ per 
share, payable 
Nov. 1 to stock of 
record Oct. 24. 





R. J. Stoner Mr. Stoner, a 
45-year company 
veteran, leads all Lincoln National 


people in years of service. He started 
as an office boy less than three years 
after the company began operations 
when it had only six employes. Its in- 
surance in force then was about $2 





C. W. Carrel 


M. C. Ledden 


million and assets $250,000. Assets now 
exceed $925 million and insurance in 
force is more than $6 billion. 

Mr. Ledden joined the company in 
19830 and has been 2nd vice-president 
and controller since 1948. He will re- 
tain the title of 2nd vice-president in 
addition to that of treasurer, and also 
will continue as a member of the fi- 
nance committee. 

Mr. Carrel started with Lincoln Na- 
tional’s accounting department in 1924. 


1954 MDRT Applications 


to Be Available Nov. 1 


Application forms for the 1954 Mil- 
lion Dollar Round Table will not be 
ready for distribution until Nov. 1. 
Prospective M.D.R.T. members have 
been asked not to request forms before 
that date. 








Minn. Federation Meet Set 


George French, newly-elected secre- 
tary of the Insurance Federation of 
Minnesota, has announced that the 
annual meeting will be held at the St. 
Paul hotel, St. Paul, Oct. 13, with R. 
L. Kirkpatrick, manager of the insur- 
ance department of the U. S. Chamber 
of Commerce, as the speaker. 





Grooms to Steer Agencies 


Joseph M. Grooms has been appoint- 
ed supervisor of agencies for the south- 
central region of Prudential. He joined 
the company in 1946 and has had com- 
pany service at Daytona Beach, Gaines- 
ville and the home office at "Newark. 
He is a World War II veteran. 





Sues Pru for False Arrest 


NEW YORK—Christopher E. Bales- 
trero, the musician who was falsely 
accused of having committed two rob- 
beries last year, has announced that he 
is filing a $500,000 suit for false arrest 


and malicious prosecution against Pru- 
dential and Mrs. Constance Ello, an 
employe of Prudential’s office at Jack- 
son Heights, Queens, N. Y. Mr. Bales- 
trero, who lives in Jackson Heights, 
was arrested last January after he was 
identified by Mrs. Ello as the man who 
had robbed the office of $200 the pre- 
vious July 9 and $71 on Dec. 19. 

Mr. Balestrero went to trial April 21 
but a mistrial was declared two days 
later. While he was awaiting a new tri- 
al, Charles J. Daniell, arrested while 
attempting to hold up an Astoria store, 
admitted he was the man who robbed 
the Prudential office. Daniell is now 
serving a five to 10 year prison term. 


American Reserve, Omaha, 
Has Annual Rally in Col. 


American Reserve Life of Omaha 
held its annual convention at Colorado 
Springs with 51 agents and their wives 
attending. Highlights included a steak 
fry in the mountains, several tours in- 
cluding Pikes Peak, and a banquet. 

The 1955 convention will be held in 
Omaha, it was announced by Raymond 
F. Low, president. 


To Address Milwaukee C.L.U.s 
Robert Beyer, past-president of Mil- 
waukee chapter, Wisconsin Society of 





C.P.A., will speak on “What Is Ac- 
counting Accounting For?” at the first 
fall luncheon of the Milwaukee C.L.U. 
chapter October 5. 





Metcalf Succeeds Eades 


Fidelity Mutual Life has appointed 
Jackson H. Metcalf general agent at 
Roanoke, Va. He succeeds Frank A. 
Eades who will devote his time to per- 
sonal production. Mr. Eades has been 
with Fidelity Mutual for 37 years, 15 
as Roanoke general agent. 

Mr. Metcalf, a marine corps veteran, 
has been in the business since 1948. 
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TIME FOR FISHIN’ 


This is the time of the year when you want to put the 
brief case aside and pick up your fishing pole. There’s 














more time fer fishing when you’re pushing pelicies with 
appeal that eliminates time usually spemt in meeting 
sales resistance. Bankers Natienal, one of America’s 
soundest, fastest-growing and mest pregressive cemp2- 
nies, effers its agents ceverages which are in tune with 
the times and which make for much easier selling. 


If you’re interested in coverages that will leave you 
time to go fishin’, write Bill Sieger. 
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| Colonial Life Annual 
| to be Oct. 7 Through 9 


| Colonial Life will hold its annual 
| convention at Pocono Manor, Pa., Oc- 














j - | tober 7-9, when more than 150 leading “a 
| managers, field managers and agents, CALIFORNIA B asi 

| who have qualified through high pro- 4 

| duction records, are expected to con- ae the | 

vene. COATES, HERFURTH & - 

Speakers at the business sessions ENGLAND vis 


| will be President Richard B. Evans, im 
“The Increasing Opportunity for Serv- CONSULTING ACTUARIES ten 






























| ice’; Frank Pesveyc, sales promotion |} san Francisco anan Les Au 
é | manager of Public Service Electric & — po 
This is an important factor | Gas Co., who will discuss practical oa 

‘ . | pointers in salesmanship; and Profes- ge 

in the continued progress | a Hal Falcon, amnaae His Slant on G@A.=-VA.=N.Y. sion 
of Atlantic Life | You?” : ee. eur 
A reception and luncheon for mem- BOWLES, ANDREWS & we 
| bers of the President’s Club and the TOWNE = 


Superior performance by the agency force in both | 
| Clic Club, honor organizations for 


| agents and field managers, will be held 
| Oct. 8, and the closing luncheon Friday 
| will honor 1953 national quality award 
| winners of the company. 


Consulting Actuaries 
Employee Benefit Plans 
Atlanta « Richmond «¢ New York 


yroduction and persistency plays a vital part in 
] t ) 


Atlantic’s record of growth and service. 








The National Quality Award this year went to 25% 











more Atlantic men than in the previous year. We 





salute the following 31 winners of the current award: 


ILLINOIS 


CARL A. TIFFANY & CO. | 
CONSULTING ACTUARIES 








| Pacific Mutual Has New 
| Honor for Big Producers 


Joha H. Sheffield 
L. S. Nottingham 
R. N. Flickinger 


Clayton Demarest, Jr., CLU C. P. Gay, Jr. 
Frank L. Oliver R. A. Gallagher 
R. P. Englander Albert D. King, Jr. 





























| W. N. McCord O.T.A Harry M. Pi shiek : 2 
i Ww. Cc. Woodard, Sr. James a ce WR -aahdiasag Coincident with the close of the 1953 
H. G. Dent Rese: Cate H. F. Sharp | production year of its Big Tree Lead- 211 West Wacker Drive 
| e Fred Dixon B. R, Murdoch J. L. Dennison | ers Club, Pacific Mutual Life has es- CHICAGO 6 
Fe Ray Wood Frank Van Keuren G. T. King, Jr. tablished a special distinction for qual- Telephone FRanklin 2-2633 VV 
4 Cary S. Zehmer R. H. Lovvorn W. H. Cheadle — ifiers with outstanding performance 2 
J. E. Williams H. P. Hendrix Lester L. Pfleeger records. 
J. G. Hunter To be known as the “Diamond Cir- gon 
cle”, the new honor group will com- Harry Ss. Tressel & Associates This ¢ 
prise agents placing more than $750,- Ce an al sur 
000 of Pacific Mutual protection in 10 S. La Salle St., Chicago 3, Illinois gional 
each Big Tree Club year. iis og tephone FRanklis 2-4020 Mr. 
cay —. as In conjunction with the annual Big = 4 f thi 
. dA} ‘ : M. Wolfman, F.S.A. | Wm. H. Gillette, C.P. 0 
INSURANCE COMPANY Tree conference, Fred S. Sibley, vice- N. A. Moscovitch, ASA W. B. ety with | 
HOME OFFICE: Richmond, Virginia president in charge of agencies, in- wineries oad his et 
: ; te stalled 26 charter members. Each was : 
Vere than a Stal Contuny of Sewice presented with a diamond-mounted ar 





lapel pin as an emblem of his stand- 


CHASE CONOVER & CO. 






















































































































































! ing. Consulting Actuaries wut 
and Certified Public Accountants ‘ated 
To Honor Denny in October A. 5. BOYD, JR. KENNETH CAMDEN, c.p.a. |] | fice. 
During October, State Mutual Life |] 35 5, rolgehons, F Renkin “Ghicazo 3, I. 
agents will engage in a sales contest = 
honoring Robert H. Denny, vice-presi- 
ENVELOPES To Save dent. rene Mr. 
ENSION ) ZolUIE Mo] ofo] #mBS) of :1-Yo MNY-1 aval a= pine el Py 
/ 7 fice, 1 
INVENTIONS Help Prevent Mistakes! L.O.M.A. Promotes Two basic 
Life Office Management Assn. has . . perm 
\ MAS advanced Helen V. Gray, office super- Haight, Davis & Haight, Inc. at W 
. , Dy, J) visor, and Elmer W. Earl, Jr., senior ee ene ‘ York 
re ons - out RS py; staff research associate, to assistant onsulting Actuartes serve 
—— yi Cys secretaries. Miss Gray has been with ARTHUR M. HAIGHT, President souri, 
M 1 P bi ? L.O.M.A. for some time. Mr. Earl, who i 4 4 busin 
al I ems: joined the association recently, was Indianapolis Omaha j 
with National Industrial Conference — 
Here’ Envuloce that Bri gs Small Board as senior research specialist. 
ere’s an Envelope rin 
Change Back Safely —Increases Returns! . . MICHIGAN Pruc 
ge Has New Juvenile Policy ite 
When you ask customers to return small Minnesota Mutual has introduced a ALVIN BORCHARDT Spe 
change by mail—do you make it easy and juvenile estate builder policy, essen- Consulting Actuaries for 
safe for them to do so? Here’s an envelope tially a life paid up at age 65 plan, yl Broac 
specially designed for carrying coins and lg poe iaeesetiaeccinae — 76 West Adams, Detroit 26, Michigan gram, 
a °s in- ‘ 
PATENTED SAFETY TAB suena in complete safety. J sr conc sured’s 21st birthday and $5,000 there- Phone WOodward 1-9515 pg 
See cet <a Tension’s built-in coin pocket with safety tab. after. At issue age 0 the death benefit pees 
cams Bait Cuan to hold small change securely. is $250 during the first policy year. NEW YORK at 
Your prospects know this envelope is de- wl “ 
signed for mailing small .change. They slip Picture Correction : a 
currency in it without hesitation—and trust it The picture of Consulting Actuaries the . 
to the mails. This customer confidence brings T. M. Gray, Sr. Auditors and Accountants a ge 
you more returns. You run no risk of torn who is cineeatinn each 
envelopes and lost remittances. Brings back secretary of Ohio Wolfe, Corcoran & Linder toget 
paper money and checks, too! Assn. of Insurance 116 John Street, New York, N. Y. Th 
Agents, inadvert- mate] 
Write for a sample today! ently was substi- ondat 
tuted for that of PENNSYLVANIA m th 
A eee V_ Charles L. White 
Ques < i y 
Swvetor’” TENSION ENVELOPE CORPORATION [IRABuG —_— FRANK M. SPEAKMAN Has 
Yi i i 14, | —1912 Grand A 449 
NSF. Louts 10, Mo—S00!' Southwest Ave. OMKansas City 8, Mo-—i9th & Campbell sts, | Mr. White's ap- CONSULTING ACTUARY Mu 
Minneapolis 1, Minn.—i29 North 2nd St. Worth 12, Texas—5900 East Rosedale pointment as man- ASSOCIATE two n 
ager at Newport E. P. Higgins om. 
News for Atlantic Charles L. White THE BOURSE PHILADELPHIA The 
Life. Brows 
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New York Life Field 
Units Under Schenke 
gd Van Leuven 


New York Life has created two field 
jvisions, one in the southwest under 
the direction of V. V. Van Leuven, 
field vice-president, and one embrac- 
ing the northern Pacific states, head- 
ed by Howard W. Schenke, superin- 
jendent of agencies. 

The southwestern division, whose 
neadquarters are at Dallas, is com- 
prised of eight states and part of Ten- 
nessee. It is under the general super- 
yision of O. R. Carter, regional vice- 
president at St. Louis. Seattle will be 
neadquarters for the north Pacific di- 
yision, consisting of Washington, Ore- 





Howard W. Schenke 


vy. V. Van Leuven 


gn, Idaho, Montana and Wyoming. 
This division will be under the gener- 
al supervision of Dudley S. Bates, re- 
gional vice-president at San Francisco. 

Mr. Van Leuven has been in charge 
of the company’s mountain division, 
with offices at Denver. He has spent 
his entire business career in life in- 
surance and started with New York 
Life in 1928. His service includes sev- 
eral managerial posts on the Pacific 
coast and in the west and as a super- 
intendent of agencies at the home of- 
fice. 

The mountain division has been in- 
tegrated into the Pacific and western 
regions. 

Mr. Schenke most recently has been 
on special assignment in the home of- 
fice, representing field management in 
basic revisions of policies. His last 
permanent assignment was as manager 
at Wichita, Kan. Starting with New 
York Life in 1915, Mr. Schenke later 
served in managerial capacities in Mis- 
souri, Illinois and Kansas. His entire 
business career has been in life in- 
surance. 





Prudential Helps Teachers 


Interpret Television Show 


Specially-designed study programs 
for teachers accompany Columbia 
Broadcasting System’s television pro- 
gram, “You Are There,” sponsored by 
Prudential, making the company the 
first commercial sponsor to integrate 
anetwork TV program with classroom 
activity on a continuing basis. 

The Sunday evening program por- 
trays major historical events of the 
past 2,000 years, presented in an “on 
the spot” fashion. Educators are sent 
a general background discussion of 
each show, running about 700 words, 
loeether with suggested reading sourc- 


The company envisages approxi- 
mately 10,000 public and private sec- 
ondary schools eventually taking part 
In the program. 





| Hos New Term Policies 


Mutual Benefit Life has introduced 
ps hew types of non-renewable poli- 


The initial term-ordinary life policy 
Provides term insurance during the 
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first 2, 3, 4 or 5 policy years as request- 
ed, converting automatically to the 
ordinary life plan at the end of the 
term period. 

The other policy provides term for 
either 10 or 15 years as desired, and 
is convertible within the first 8 or 12 
policy years, respectively. 


Attend St. Paul Meeting 


Dean Kerl, assistant director of agen- 
cies, and John Formella, of the legal 
department, both of Northwestern Mu- 
tual, took part in a sales conference 
for members of the company’s St. Paul 
agency. 





IHOU Annual Card 
Is Now Completed 


In addition to those speakers report- 
ed in the Sept. 4 issue of THE NATION- 
AL UNDERWRITER for the annual meet- 
ing of Institute of Home Office Un- 
derwriters, to be held in Chicago Nov. 
5-7, the following will take part in 
the program, which is now completed: 

An open forum panel will be pre- 
sided over by Douglas M. Ibbott, chief 
underwriter of Southwestern Life, the 
first day. Andrew C. Webster, vice- 


president of Mutual Life, will be mod- 
erator. Some of the topics include: 
“Know How on Habits”, and “Military 
Risks Problems.” Panelists are: Rob- 
ert J. Campbell, Continental Assur- 
ance; Earl M. MacRae, Occidental Life 
of California; Walter O. Menge, Lin- 
coln National Life; Richard T. Sexton, 
Connecticut General Life; William B. 
Penn, Acacia Mutual Life; Charles J. 
Smith, Pan-American Life, and E. O. 
Severin, Time Life. 

The morning session, second day, 
will be in charge of Richard S. Rust, 

(CONTINUED ON PAGE 18) 
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Know our thinking 
eooim advance 


We would like to acquaint you with our fundamental thinking on 


the subject of surplus and substandard business. 


Not in terms of specific impairments, but in the broader 
sense of our basic company attitude . . . as embodied in 
a new booklet, “Message to Brokers,’ by Dr. Harry 


Dingman (author of “Risk Appraisal;’ etc.). 


It will tell you in advance of the time when you need and can use 
a “second company” (next after your own), what you can expect 


from us when you have a surplus or substandard problem. 


WRITE TODAY FOR YOUR FREE COPY 


Agency Department 


CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue, Chicago 4, Illinois 


Associated with Continental Casualty Company—Transpor- 
tation Insurance Company —United States Life Insurance 
Company —A National Institution writing all forms of Acci- 
dent and Health, Life Insurance, Casualty, Surety Bonds, 
Inland Marine, Fire and Allied Coverages 
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EDITORIAL COMMENT 


Reaching Sound Judgments 


quires experience and knowledge but 
there is something more than that. 
There is inherent natural mental equip- 
ment that enables one to muster the 
pros and cons and reach the proper 
balance. Others may be far more bril- 
liant, resourceful, imaginative and yet 
they lack that faculty that gives them 
the proper perspective. 





The reason that some men reach 
higher positions is quite largely their 
ability and capacity to reach correct 
conclusions and use good judgment. 
After all a higher executive has 
reached the point where he stands be- 
cause he has been able to solve prob- 
lems correctly. There is a knack in 
reaching correct conclusions. It re- 


What Makes Associations Successtul 


This doesn’t mean that there are 
not differences of opinion. Once in a 
while there are violent conflicts that 
have to be hammered out. But for the 
most part the hammering out is a staff 
function. The staff brings more facts 
to bear to resolve the issue. 

This means that an organization 
must be staffed adequately to bring 
all the facts together to come to an 
intelligent conclusion. Thus, with a 
sound, well-defined general purpose, 
the solution is sought through facts 
and more facts. This is in decided con- 
trast to what may readily happen 
otherwise: A big decision based on 
evidence believed sufficient but actu- 
ally arrived at through whim and ra- 
tionalization, followed by floundering 
and then, as the facts become clear, a 
redecision that would have been far 
less costly to discover in the first place 
by adequate digging. 

An organization—a manager and his 
staff—can’t please everybody, but it 
can justify. The business it represents 
can’t please all of the business or all 
of the public at every moment. But it 
can tell why it can’t. 

The manager has to take authority, 
he must assume responsibility for his 
actions. His principals always have 
the right to overrule him, but in the 
main they are going to follow the in- 
dications of the findings that he and 
his staff have made. Those findings 
have an indication of their own, and 
there is added the interpretation and 
direction of the manager and his staff. 

The manager must have leeway to 
make some mistakes. These cannot be 
too many. He must be righter than he 
is wrong. But on that premise the very 
worst mistake will be to do nothing or 
very little. 

Too, the individual or company must 
surrender some of his or its sove- 
reignty. To be successful, any organi- 
zation that is going to deal with con- 
troversial issues must get from each 


One of the peculiarities of any busi- 
ness—insurance, publishing, or what- 
ever—is that it considers itself to be so 
unlike any other that there is no point 
trying very hard to distill anything of 
value from efforts that other types of 
endeavor are engaged in. Yet this atti- 
tude often means overlooking some 
valuable nuggets of knowledge that 
can be had for no more than the asking. 

All lines of business, for example, 
have the problem of how to operate 
the organizations they belong to. The 
other day we got hold of the views of 
some highly successful organization 
managers both within and outside the 
life insurance business. The non-life 
people seem to have very much the 
same problems as prevail in life in- 
surance organizations and the same 
principles seem to make for success, 
no matter what business is involved. 

For example, one point that was 
made was that the paid executive staff 
should be adequate to appraise the 
situations it is dealing with, balance 
the points of view and come to a judg- 
ment as to what course is the best to 
pursue, in the interest of the business, 
the organization members, and the 
public. The manager then presents 
the decision to his governing board or 
committee together with all the facts. 
The governing body makes policy by 
approving or disapproving. 

When the manager goes before his 
board with the policy decision backed 
by plenty of facts, the board makes 
ultimate policy by accepting or re- 
jecting. In this way executives have 
time to make policy. They are not 
burdened by details, sitting for months 
in meetings of committees to arrive 
at a decision. 

A good organization man doesn’t ask 
if he ought to do something. He lets 
the facts speak for the policy that he 
has decided to be followed. If the rul- 
ing board of committee starts discuss- 
ing the detail of it, the organization 
becomes a debating society. 


member some of that member’s sov- 
ereignty. The insurer or individual 
cannot be a 100% individualist and at 
the same time an organization unit. 
He or it must live with decisions he 
opposes. He must go along or get out. 
Otherwise the organization will slow 
down and eventually founder. 

But in organization, as with mar- 
riage, it is an error in logic to assume 
that an individual or company can be 
reformed by getting him or it to join 
up. The company has to be a good 


organization company to start, one thy 
will abide by majority decisions. 

It is seldom if ever successful t 
compromise with critics by absorbix 
them, say by putting them on cop, 
mittees. The organization head mug 
be strong enough to bark at them an 
adroit enough not to have the roy 
pulled down in the process. Criti« 
are sometimes bullies. Nine times oy 
of 10 they are bluffing. The astu 
organization head knows when the 10t} 
time arrives. 








PERSONALS 


Dr. Whitman M. Reynolds, whose ap- 
pointment as med- 
ical director of se- 
lection for Equita- 
ble Society was re- 
ported in last 
week’s news bulle- 
tin, has been with 
the company since 
1946. Starting as 
assistant medical 
director, he ad- 
vanced to associate 
medical director in 
1951. After receiv- 
ing his M.D. degree 
from Columbia university in 1931, Dr. 
Reynolds was in general practice at 
Greenwich, Conn., from 1934 to 1942. 
He served in the last war. 








Dr. W. M. Reynolds 


W. W. Putney, president of Mid- 
West Life of Nebraska, was honored 
on his 30th anniversary with the com- 
pany and presented a cake on which 
there were 30 candles. 


O. Robert Jones, new southeastern 
manager for the 
National Under- 
writer Co., now is 
located in his head- 
quarters at 432 
Hurt building, At- 
lanta, Ga. Before 
taking over his 
new position, Mr. 
Jones spent some 
time in the Na- 
tional Underwriter 
home office at Cin- 
cinnati. His back- 
ground includes 
both sales and in- 
surance experi- 
ence. For the last 
few years he has 
been a service representative and claim 
examiner at Atlanta for Zurich. 





0. Robert Jones 


Three life insurance men were elected 
to official positions of Controllers In- 
stitute at its annual meeting at Boston. 
A. D. Harder, vice-president and con- 
troller of Southwestern Life, and 
Charles H. Yardley, vice-president of 
Penn Mutual, were elected regional 
vice-presidents. J. McCall Hughes, 
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vice-president and controller of My. 
tual Life, was named vice-president gj 
Controllership Foundation, research 
arm of Controllers Institute. 


Edward J. Pet- 
ers, new associate 
with the Indianap- 


olis consulting ac- 
tuarial firm of 
Haight, Davis & 
Haight, formerly 


was with the actu- 
arial bureau of the 
Maryland depart- 
ment. For several 
years before that_ 
Mr. Peters was 
with the actuarial 
department of Fi- 
delity Mutual Life. 
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Edward J. Peters 





George L. Ham- 
lin, who has been 
appointed superin- 
tendent of agencies 
for Homesteaders 
Life of Des Moines, 
previously was 
agency vice-presi- 
dent of Guarantee 
Mutual and before 
that for many 
years was with 
Equitable Life of 
Iowa. His entire 
business career 
has been in life 
insurance as an 
agent, general 
agent and home office agency official. 
He is a C.L.U. and a graduate of the 
L.I.A.M.A. management school. 





George L. Hamlin 


Earle R. Carter, assistant secretary 
of Aetna Life, is observing his 40th 
anniversary with the organization. He 
joined Aetna in the life underwriting 
division, where he subsequently served 
as senior underwriter and chief under- 
writer, and was named to his present 
position in 1942. 


M. M. Rosser Is N.A.L.U. 


Membership Chairman 


NEW YORK—Mitchell M. Rosser, 
Phoenix Mutual, Boston, has accepted 
the chairmanship of the National Assn. 
of Life Underwriters membership 
committee for the coming year. He 
and his committee were responsible 
for bringing N.A.L.U. membership to 
a new high this year. 











Frank F. Haack, Jr., Mutual Life, Milwaukee, 
will speak at the monthly dinner meeting 
the Insurance Women of Milwaukee Oct. 5. 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z, Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
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CINCINNATI 2, OHIO—420 ©. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohigemuth, News Editor; 
Roy Resenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Blidg., Tel. Prospect 1127. Alfred E. Cadis, 
Seuthwestern Manager, 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 
Manager. 


ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Rebert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


KANSAS CITY 6, MO.-—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 
2 


ws 


MINNEAPOLIS MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.: J. T. Curtin, Resident Manager. 


0 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 
PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. EB, H 
Fredrikson, Resident Manager. 
PITTSBURGH PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Bernerd J. Gold, Resident 
Manager. 

SAN FRANCISCO 4, CAL.—507 Flatiron pie. 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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DEATHS 


CHARLES T. WATKINS, 75, for 
more than 50 years in the life insur- 
ance business, the last 15 as an Aetna 
Life agent at Louisville, died of a heart 
ailment at St. Joseph’s Infirmary there 
after a seven-week illness. At an Aet- 
na convention last July in Lake Pla- 
cid, N. Y., Mr. Watkins was recog- 
nized as one of the company’s leading 
agents. 


GEORGE B. BUTLER, life insurance 
commissioner of Texas, and chairman 
of the board of insurance commission- 
ers of that state, died Monday at 
Scott-White hospital at Temple, Tex. 
He was vice-president of National 
Assn. of Insurance Commissioners and 
in the normal course would have be- 
come the president at the annual meet- 
ing next June. This means that Don- 
ald Knowlton of New Hampshire who 
is chairman of the executive commit- 
tee, becomes next in line for the N.A.- 
LC. presidency. 

Mr. Butler was in the hospital for 
some time with a slipped disc and 
there was no indication that he was in 
critical condition. Friends who heard 
from him lately said he intended to 
curtail his activities but did plan to 
attend the N.A.I.C. convention at Mi- 
ami in late November. His age was 
about 48. He was serving his second 
six-year term as commissioner and 
had been in office since 1945. His 
home was at Bryan and he had been 
a member of the iegislature, 1933-36, 
and had served in several state gov- 
ernmental positions. He was an attor- 
ney and at one time represented the 
independent telephone companies of 
Texas. 


JOSEPH QUILLIN, 68, agent for 20 
years for Equitable Society at La 
Crosse, Wis., died in a hospital there 
following a short illness. 


MRS. CYRUS K. DEW, widow of the 
veteran insurance journal publisher 
who for many years put out the old 
Insurance Report of Denver, later con- 
solidated with the Pacific Underwriter 
of San Francisco as the Western Un- 
derwriter, is dead. She was widely 
known in the insurance business. A 
daughter is the wife of H. Clyde Ed- 









CENTRAL 


Franded (VS 





mundson, Pacific Coast vice-president 
of America Fore. 


THOMAS J. McGEE who died at 
Kansas City at the age of 94, was the 
founder of Old American of Kansas 
City, which is the life and A. & H. 
company doing business mainly by 
mail. He was the founder of the Thom- 
as J. McGee & Sons general insurance 
agency, and the work of the agency 
and Old American is carried forward 
by three of his sons and a grandson. 
The sons are Joseph J. McGee, Frank 
McGee and Thomas McGee. The 
grandson is Joseph J. McGee, Jr. 


Northeastern of N. Y. 
Starts as Insurer 
for Brokers Only 


NEW YORK—Northeastern Life of 
New York commenced writing business 
Oct. 1, selling only through brokers 
and surplus writers. Capital is $600,- 
000 and surplus $400,000. Minimum 
policy amount is $5,000, maximum 
$100,000. No settlement options will be 
available. Disability waiver is includ- 
ed without extra premium up to the 
age 55. Substandard (classes A and B 
only) also is written. The policy loan 
interest rate is 4%. Cash values and 
reserves are on the CSO 3% basis. 

President of the new company is 
Lawrence L. Monnett, Jr., senior part- 
ner of the New York City insurance 
brokerage firm of Monnett, Vickrey & 
Eubank. 








Alfred C. Bennett, New York insur- 
ance attorney, is vice-president; Ger- 
ald A. Eubank, Jr., secretary and as- 
sistant treasurer, and Hugh A. Eubank, 
treasurer and assistant secretary. The 
Eubank brothers are vice-presidents of 
the brokerage firm headed by Mr. 
Monnett. 

Heading the list of directors are 
Harry Gardiner, general agent emeri- 
tus of John Hancock; William D. Maus, 
executive vice-president of Marsh & 
McLennan, and three Swedish insur- 
ance executives, E. J. Bengston, Berti- 
liaf Jochnick and Mac I. Hall. 

The company is owned by about 20 
stockholders, principally in New York 
and Stockholm. Atlas Reinsurance Co. 
and Flygia Ins. Co., both of the Trygg 
group of Sweden, have _ substantial 
holdings. 


ARD LIFE 
INSURANCE COMPANY 
Chicago 6, Illinois 


New Federal Tax 
Rulings Are Given 


WASHINGTON—In a series of rul- 
ings, the internal revenue service has 
announced the following decisions: 

Revenue ruling 181—An amount 
paid by an employer exempt from fed- 
eral income tax under section 101 (6) 
of the code as an insurance premium 
for the purchase of an annuity contract 
of the type referred to in section 22 (b) 
(2) (B) of the code is not required to 
be included in the income of the em- 
ploye for whom the annuity is pur- 
chased. 

However, the employe will be taxed 
upon the basis of amounts he actually 
receives under the annuity contract 
and at the time he receives such an- 
nuity payments. 

The payment of the insurance pre- 
mium by the employer does not fall 
within the meaning of “wages”, as de- 
fined in the code and social security 
act. Therefore, such payment is not 
subject to withholding either for fed- 
eral employment or income purposes. 
The employer is not required to file an 
information return, form 1099, under 
the code, with respect to such payment. 

Revenue Ruling 185—Regulation 
111 amended with respect to deduc- 
tion from gross income: contributions 
of employer to an employes’ trust or 
annuity plan and compensation un- 
der a deferred payment plan. 

A pension plan which otherwise 
meets requirements of section 165 (a) 
of the code (or section 23 (p) (1) (B) 
of the code if a non-trusteed plan is 
involved) and which provides benefits 
that vary with increase or decrease in 
market value of essets from which such 
benefits are payable, or which vary 
with fluctuations of a specified and 
generally-recognized cost-of-living in- 
dex, will be recognized as a plan pro- 
viding for “definitely determinable” 
benefits within the meaning of section 
29.165-1 (a) of Regulation 111. 


Similar benefits received under an 
annuity contract purchased for an em- 
ploye by a tax-exempt employer will 
be recognized as “annuity” payments 
within the meaning of section 22 (b) 
(2) (B) of the code. 

Also amounts received which vary 
in the manner specified and which 
otherwise meet the requirements of 





orly 


company 

















section 22 (b) (2) (A) or section 22 
(b) (2) (C) of the code will be con- 
sidered amounts received as an an- 
nuity within the meaning of those sec- 
tions. 

Regulations 116 dealing with collec- 
tion of income tax at the source on 
wages does not apply with respect to 
premium paid on employes’ annuities 
by a tax-exempt employer referred to 
in revenue ruling 181. 





Urges Direct Mail tor SBLI 


NEW YORK—Savings banks that 
sell life insurance were urged to use 
direct mail and try out other experi- 
ments to promote the sale of their 
policies, John F. Donlon of the Edwin 
B. Wilson Advertising Agency of New 
York City declared at the savings bank 
conference held here. 





e Lutheran Brotherhood has revised 
its rates for most of its forms and its 
cash values prior to the 10th year. 





Mutual Life of New York has paid 
$3,000 to Charles S. Mayer, retired 
Philadelphia clothing manufacturer, 
who at age 96 has outlived the mor- 
tality table to collect on his 20-pay 
life policy. Mr. Mayer said he paid 
$3,114 during the premium paying 
period and during that time received 
dividends totaling $1,677. 








Convention Dates 





Oct. 5-8, Bureau of A. & H. Underwriters, an- 
nual, Seigniory Club, Montebelle, Can. 

Oct. 6-9, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Oct. 8-10, Life Advertisers Assn., annual, Stat- 
ler hotel, Boston. 

Oct. 14-16, Assn. of Life Insurance Medical Di- 
rectors, annual, Hotel Statler, New York City. 

Oct. 22-24, Mid-West Management Confer- 
ence, French Lick, Ind. 

Oct. 29-31, Society of Actuaries, annual Edge- 
water Beach hotel, Chicago. 

Nov. 3-4, H.&A. Underwriters Conference, 
underwriting forum, Edgewater Beach hetel, 
Chicago. 

Nov. 5-7, Institute of Home Office Underwrit- 
ers, annual, Edgewater Beach hotel, Chicago. 

Nov. 9-13, L.I.A.M.A., annual, Edgewater 
Beach hotel, Chicago. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, midwinter meeting, Sans 
Souci hotel, Miami Beach, Fla. 

Dec. 7-8, Assn. of Life Insurance Counsel, Wal- 
dorf-Astoria, New York City. 

Dec. 8-9, Life Insurance Assn. of America, an- 
nual, Waldorf-Astoria hotel, New York City. 

Dec. 10, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 
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Business Insurance Topic 


of L.A. Managers’ Panel 


“The Why and How of Business In- 
surance” was discussed before Los An- 
geles Life Insurance Managers Assn. 
by a panel under the chairmanship of 
Bruce E. Bare, New England Mutual 
Life. Participants, all M.D.R.T. mem- 
bers, were G. Nolan Bearden, New 
England Mutval Life, chairman of 
M.D.R.T.; Roy H. Sheldon, Equitable 
Life of Iowa, and Daniel M. Brigham, 
Northwestern Mutual. 

Mr. Bearden held that prospecting 
is one of the most important phases in 
selling business insurance, picturing 


present clients as the best source. 

Mr. Sheldon emphasized it is essen- 
tial to develop the case, allowing the 
prospect to do the talking and there- 
by lead him to think he is buying the 
insurance, not being sold. 

Mr. Brigham said a most important 
point is to qualify the man for insur- 
ance and advised doing so before the 
prospect is examined. 





Detroit Managers, CLU’s Meet 
Detroit Life Agency Management 
Assn. held its first fall meeting jointly 
with the Detroit C.L.U. chapter. 
Speaker was William L. Davidson, 
Equitable Society, Chicago. 
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well-balanced 


-balanced company is, we believe, a company 


. whose financial position is strong 


. whose geographical market embraces a 
balance of metropolitan, town and rural 


. whose policy contracts include all funda- 
mental coverages... 


. whose contributions to its industry have 
been recognized as outstanding 

. whose growth has been steady and uniform 

. whose size is sufficiently large to assure 
confidence and prestige 

. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ 











The 





PENNSYLVANIA 





CHANGES 


Penn Mutual Raises Huff, 
Shifts Bechtol to Wichita 


Penn Mutual has appointed Todd W. 
Bechtol general agent at Wichita and 
Thomas C. Huff general agent of a new 
agency at Topeka. 

Mr. Bechtol joined the company in 
1937 and in 1941 was appointed super- 








Thomas C. Huff 


Todd W. Bechtol 


visor at Columbus. He became general 
agent at Salt Lake City in 1948. At 
Wichita he succeeds Paul Jernigan, 
who will devote full time to estate 
planning and pension trust work. 

Mr. Huff joined Penn Mutual in 1949 
and two years later was appointed dis- 
trict manager at Topeka. 





Fuess Succeeds Clayton 


as General Agent for Aetna 


W. G. Clayton has resigned as gen- 
eral agent for Aetna Life at Lubbock, 
Tex., and has been succeeded by Carl 
A. Fuess. Mr. Clayton will continue 
with the company at Lubbock. 

Mr. Fuess, who has been supervisor 
for Aetna at Houston for the past year, 
joined the company in 1951. He served 
in the air force during the last war. 

Mr. Clayton, general agent at Lub- 
bock since 1944, entered the business 
more than 20 years ago and was super- 
visor and assistant general agent at 
Amarillo before going to Lubbock. 





Williams Gets Higher Tex. Post 

J. B. Williams, formerly Texas gen- 
eral agent with headquarters at Fort 
Worth for Western State Mutual Life 
at Dallas, has been named Texas sales 
director. 





Wright Goes with Acacia 
George L. Wright has been named 
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Sife Insurance 
Hospitalization 


A Complete Sine of Couerage 


Accident ¢ Health 
Medical--Surgical 


Bankers Life Y Casually Company 


John D, Mae Aothun, President 
Chicago 36, Wines 


ae hit etre i 


—S>. 


manager at Cincinnati for Acacia My. 
tual Life. He formerly was an agent 
there for Ohio State Life. 





Durst New Pan-American 
Group Manager in S. W. 


Pan-American Life has appointed 
Robert L. Durst southwest regionaj 
group manager. 
Mr. Durst who has 
15 years experi- 
ence in the em- 
ploye benefit field, 
for the last four 
years has been 
home office group 
representative in 
Texas for State 
Mutual Life. Be- 
fore that he was 
western division A. 
& H. manager for 
American Mutual 
Liability at Chica- 
go. He has design- 
ed several large and unusual benefit 
plans. 





Robert L. Durst 





Southland Opens Agency 


at Tulsa Under Meissinger 


Southland Life has opened an agen- 
cy at Tulsa, with 
William H. Meis- 
singer as manager, 
The new office 
handle 33 
counties in eastern 
Oklahoma. 

Mr. Meissinger 
has been in life 
insurance for 
nearly 15 years, 
most recently as 
Tulsa general 
agent for Lincoln 
National Life. 





William H. Meissinger 





Franklin Names Barnes 
Neb., S.W. Iowa Manager 


Roy K. Barnes __ 
has been appoint- § 
ed regional mana- 
ger in charge of 
Nebraskaand 
southwestern Iowa 
for Franklin Life. 
He will have head- 
quarters at Oma- 
ha. 
Mr. Barnes for 
15 years has been 
with Equitable 
Life of Iowa, the 
last six as general 
agent in Omaha. 


comes 





Roy K. Barnes 





Hill to American National 


J. Robert Hill, Jr., has been named 
ordinary manager at Dallas for Amer- 
ican National. He has been connected 
with the company for six years as 
agent, recruiting and training director 
and district manager. 








23 At Home Office School 


Twenty-three Massachusetts Mutual 
Life agents attended a home office 
school for career life underwriters that 
ended this week. 

The school concentrated on program- 
ming and business insurance. Each stu- 
dent had a personal conference with 
a member of the training staff, during 
which his selling procedures and tech- 
niques were discussed, studied, and an- 
alyzed. 

First established in 1939, there have 
been 683 graduates of the 25 schools 
to date. The schools are directed by 
Charles H. Schaaff, vice-president, and 
conducted by C. Lowell McPherson, di- 
rector of training, assisted by James J. 
Bergen, William B. Ferguson and J. 
Walter Reardon. 
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- COMPANY MEN 


Volunteer State Names 
Gregory Agency V.P. 


Forrest Gregory has been elected 
agency vice-president of Volunteer 
State Life, succeeding Joe Woodard, 
who has been named president of 
American Country Life of Houston. 
Mr. Gregory has been regional director 
of agencies in Texas, Arkansas, New 
Mexico and Louisiana. 

Prior to going with Volunteer State 
about five months ago, Mr. Gregory 
was field superintendent for South- 
jand Life of Dallas. He entered the 
pusiness with Southland Life in 1945 
and was promoted to manager in east 
Texas in 1948. In 1951 he was named 
field superintendent. 

He is an L.I.A.M.A. and S.M.U. in- 
stitute graduate. He served in the air 
corps in the last war. 





National Fidelity Names 


Dr. Ferris Medical Director 


Dr. Carl R. Ferris has been appoint- 
ed medical director of National Fidel- 
ity Life of Kansas City. He succeeds 
the late Dr. J. V. Bell. 





Metropolitan Raises Gill 


to Assistant Vice-President 


John J. Gill, all-American tackle at 
Princeton 20 years ago, has been ap- 
pointed assistant vice-president of 
Metropolitan Life. 

He has been with Metropolitan since 
1934, starting as a district agent at As- 
toria, Long Island. Subsequently he 
was made assistant district manager at 
Valley Stream, and then for a number 
of years was with the home office, as 
field training instructor and _ field 
training supervisor. Most recently he 
has been district manager at Merrick, 
Long Island. His duties now will be 
concerned principally with field train- 
ing activities. 





Staley lowa Life Actuary; 
Bishop Also Promoted 


Iowa Life has promoted Harlow B. 
Staley to actuary and Walter L. Bishop 
to administrative assistant. 

Mr. Staley started with the company 
in 1950 as actuarial assistant and in 
1952 was made associate actuary. He 
is an associate of Society of Actuaries. 
Mr. Bishop joined Iowa Life in 1950 
as actuarial assistant and in 1951 was 
named supervisor of the policy depart- 
ment. 





Travers Am. United Director 


Frank J. Travers has been elected a 
director of American United Life of 
Indianapolis. He has been vice-presi- 
dent in charge of securities since 1948 
and in the business 24 years. He is a 
world war II navy veteran. 


J.D. Parker to Home Office 


Travelers has appointed John D. 
Parker, Jr., assistant superintendent of 
group sales. 

Mr. Parker has been district group 
Supervisor at Albany, N. Y., since 1947 
and has been with Travelers since 1937. 
He has been a field supervisor and an 
assistant manager at Boston and man- 
ger at Portland, Me. 








Weaver U. S. Life Director 


John Weaver, executive vice-presi- 
dent of United States Life, has been 
elected a director and member of the 
executive committee. Before joining 
the company last May, he was general 
manager for Iowa Life. 


Detroit High City in Sales 
for August, First 8 Months 


Detroit showed the greatest increase 
in sales of ordinary life insurance for 
August, with a gain of 24%, and also 
was leader in sales for the first eight 
months of this year, with a gain of 
33%, Institute of Life Insurance re- 
ports. St. Louis took second honors in 
both categories with an August in- 
crease of 23% and an eight month in- 
crease of 24%. 

Among the states Nevada recorded 
the greatest increase in ordinary sales 
with a gain of 53%, followed by North 
Carolina with 31% and Tennessee with 
25%. The overall ordinary increase 
for the country in August was 16%. 

Eight-month figures also showed Ne- 
vada ahead with an increase of 39%, 
and Delaware second with 29%. 





Plan L.1I. Education Center 


NEW YORK—Nassau County Assn. 
of Insurance Agents and the Long 
Island branch of New York City Life 
Underwriters Assn. are cooperating 
with Insurance Society of New York 
to establish an educational center at 
Hempstead. Instructors will be Frank 
E. Tullis of the marine department of 
the America Fore group and B. J 


Lytle, manager for New England Mu- 
tual Life at Hempstead. Final registra- 
tion day is Oct. 5. 





List Speakers for Meeting 


of Consulting Actuaries 


Papers to be given at the meeting 
of Conference of Actuaries in Public 
Practice at Chicago Oct. 5 include 
“Pensions for All,” by Frank G. Dick- 
inson, economist of American Medical 
Assn.; “Voluntary Non-Profit Prepay- 
ment Health Service Plans,” by Ruth 
E. Gardiner of the Blue Cross Commis- 
sion; “Excess of Loss Reinsurance” by 
Harold C. Crawford, vice-president of 
Joseph Froggatt & Co.; “Pension Funds 
in Cuba,” by Ramon Gutierreg, con- 
sulting actuary, Cuba; “Reporting for 
the Costs of Pensions,” by Donald F. 
Campbell, Jr., consulting actuary, Chi- 
cago. : 





Estate Planning Meet in N. Y. 


An estate planning conference spon- 
sored by University of Buffalo got un- 
der way Oct. 2 and will continue 
through Oct. 3 in the university’s law 
school building. Representing life in- 
surance is Robert U. Redpath, Con- 
necticut Mutual, New York City, who 
is discussing, “Life Insurance and Es- 


tate Planning” Oct. 2. 

Western New York C.L.U. chapter 
is one of six organizations cooperating 
in the conference. 





Tex. Survivorship Bonus 
Policies Snag May Drag On 


The death of George B. Butler, life 
commissioner and chairman of the 
Texas department, probably will fur- 
ther protract settlement of one of the 
most pressing objectives of Texas 
Assn. of Life Underwriters. 

For some time, the association has 
been seeking a department ruling con- 
cerning the sale of survivorship bonus 
tontine life policies. 

Shortly before Mr. Butler’s death, 
the association in a letter to him asked 
why no official action has been taken 
on the matter. The letter states the 
association has been concerned with 
the problem for some years and has 
brought numerous complaints to the 
depariment’s attention. It points out 
that a public hearing originally sched- 
uled for Nov. 12, 1952, and subsequent- 
ly postponed, never has been held and 
that repeated requests for such a hear- 
ing have not been recognized. 

Sale of such policies was one of the 
major topics at the association’s annual 
convention last year at Houston. 















Making Money With 
The Money Plan 


Lincoln National agents throughout the land have increased their earnings with 
the LNL Money Plan. This simplified programming technique in package form is 


built around a visual approach and presentation which gets results. 


The 


Lincoln National’s Money Plan is an- 
other reason for our proud claim that LNL 


is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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been authorized to issue 25,000 shares Edward B. Burr and Helen M. Thal 
of $1 par value stock. Attorney for the director and assistant director respe, 
company is Bernard L. Cohen, Kansas tively of the education division of the 
City attorney who has been prominent institute. 








in originating insurers. 











North American Sets New ; __. .| Voluntary Health Insurance Thomson, Excelsior Life, 
High in President's Month Nat'l. L. & A. to Build in Miss. Hearings Set for Oct. 13-16 Has Long Service Record 


National L. & A. is planning a build- G. Price Thomson, who became 
ing in Jackson, Miss., to house offices 'WASHINGTON—The House com- oraj manager of Excelsior Life ite 
to direct operations in that area. The Mittee on interstate and foreign com~- the retirement of Thomas O. Cox, 
company has bought a site in the 900 merce, | which has charge of health peen with the company since 1925, My 
block of West Capitol street. District legislation generally, has scheduled Thomson has spent his entire busines} Me 
manager at Jackson is J. L. Daniel. hearings for Oct. 13-16 on private career with Excelsior. In 1938 he be. 


North American Life of Chicago 
agents in honoring their president, 
Paul McNamara, rang up a total of 
written business during President’s 
Month of $9,563,351, a record for the 




















company. This figure included both voluntary health insurance came joi i 
. 3 : : : joint actuary and in 1944 adq 
Pe cca a special “kick-off day’ Gibraltar Has Op enin g Present plan is for the committee to the title assistant general manager Sa 
on which 218 men wrote some business = gga A ple sey ——- Mr. Cox joined the company in 19% 
anda special closing day drive on Mr. Gibraltar Life has dedicated its 11- te ee _ and Bl PShield became Ontario manager in 1931, Su- Th 
McNamara’s birthday, Aug. 31, busi- Story $3,300,000 home office at Dallas. all ge: “’ Pegs anc wi aul 4 perintendent of agencies in 1932, map.| amol 
ness written on that day exceeding $1 Principal speaker at the ceremony a “a = “¥ b & Deering te psa ager of agencies five years later ang} agen 
million, with 78 men writing $5,000 Was Texas Att. Gen. John B. Shepperd. ct. and jabor union pias eli general manager and chief administra} ¢ m 
or more each ‘ Hosts at a reception in the new home 16. The committee said “it could well tive officer in 1942. He also was ele. ” 
Formerly writing of $100,000 during Office were Gibraltar President W. E. be nig each subject could generate ted a director in 1947. dh 
President’s Month assured a place in Nettles and other company officials. ™Tr. pot al mien ta thik Man 
the President’s Cabinet of 10, which Dallas Mayor R. L. Thornton was mas- 5.1 7'),ye been contacted by committee Agency Meet Draws 500 & 
honor includes prizes, specially en- ter of ceremonies. representatives. Equitabl . ceme 
graved stationery and a certificate at- quitable Society Delegates mak 
testing to the winners’ high production. Pensions and Profits Class Revise Gr oup Digest Members of Equitable Society’s gene agen 


This year the top 20 men wrote more eral agencies in the Los Angeles area, Way: 

than $100,000, making the choice of Penn Mutual held a three-day pen- An up-to-date revision of the 1945 at their 1953 educational conference | ing. 

just 10 a difficult one. The prizes giv- sion and profit-sharing school at its ogition of H. & A. Underwriters Con- heard addresses by eight top produces} “T 

en this year were wire recorders. | Philadelphia home office for 22 field ference Group Insurance Digest has and participated in eight “room hop-| char. 

Top producer was Alvin M. Chier men. Aaron M. Royal, manager of field }een mailed to member companies. Ping” sessions where advanced under. | 

of Milwaukee, with over $% million. training, conducted the course, assist- J Hellgren, Lumbermens Mutual writing and sales ideas were consid, = 
’ , un 


ed by Assistant Counsel Robert W. Casualty, was chairman of the special ered. 











Plan New K.C. Insurer one J caieine tamelt aie: aon subcommittes rape nge for bringing ees Son Bree i Fiel hg 
: j ‘ ‘ : * ’ he edition up to date. = . Carro 

Missouri National Life, in the proc- Assistant Actuary James B. Copple, The 63-page aaa describes var- the western department joined .. City 
ess of formation at Kansas City, has Jr. ious types of group policies and certain more than 500 attending the confer.| been 

group underwriting and claim practices ence. 

of individual companies pertaining to 

each class or type of coverage. New Forms Property Insurer 2 
mod 


subjects given attention are major med- Sinsethets diattone % tte he organizing | jhe 


Mj, seta eee Selson idl American ins, Che | 


other sections have been reindexed. and surplus of $500,000. agen 
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Mutual Trust is soundly and economically 
managed for the benefit of its policyholders 
ona purely mutual basis with a strong general 
agency force operating in a stable territory. 
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Sales Ideas That Work 





NoT SACRILEGE TODAY 





it! N.Y. City Life Managers Hear What A. & H. 


Sales Can Do for Client, Agent, General Agent 


the hold that A. & H. is getting 
among life managers and general 
agents was well shown by the turnout 
of more than 50 at the A. & H. “round- 
up” put on by the New York City Life 
Managers Assn., at which three speak- 
es explained how selling A. & H. 
cements relationships with life clients, 
makes money for the agents, helps the 
agency head in getting new men under 
way, while aiding rather than hinder- 
ing life insurance production. 

“Ten years ago, a meeting of this 
character before an all-life-insurance 
management group would have been 
uthinkable,” said M. J. Denda, vice- 
president of Union Mutual Life and 
its regional manager in New York 
City. “In fact, to some it would have 
been considered sacrilegious.” 


Besides Mr. Denda, who acted as 
moderator in addition to giving a talk, 
the speakers were Earle Y. Duncan- 
son, Connecticut General, New York 
City, and Raymond F. Thorne, general 
agent of Berkshire Life in New York 
City. 

After pointing out that sickness and 
accident can be just as destructive to 
earning power as death, Mr. Denda 
said that it then follows that in the 
agent’s relations with his clients he 
must necessarily follow one of three 
courses: (1) Allow his clients to go 
through life with earning power un- 
insured; (2) allow some other in- 
surance man to provide the clients with 
needed sickness and accident in- 
surance; or (3) he must then do the 
job himself. 

As to the first of these three courses, 
the penalty for being uninsured when 
disability strikes is so severe that the 
agent who permits this risk to be 
ignored “may well accuse himself of 
professional malpractice,” said Mr. 
Denda. If some other agent covers 
the risk, “he will have had the bene- 
fit of a sale which might better have 
been yours, but most important of all, 
your client will then be his client and 
its 10 to one that the other fellow 
sells life insurance too.” 


The best course, naturally, is for the 
agent to sell his client himself. 

Cash reserves, whether in outside 
investments or life insurance cash 
values, do not obviate the need for 
insurance against sickness or accident, 
Mr. Denda pointed out. 

ou often hear men say, ‘I have a 
few thousand dollars in a savings ac- 
count and that is my disability in- 
surance,’ or, ‘I have an investment in- 
come of a few hundred dollars and 
that is my disability insurance.’ 

“But this reason involves a two-fold 
fallacy. First is the fact that the sav- 
ings or investment income is almost 
invariably earmarked for other pur- 
Poses. Second is the fact that when 
sickness or accident destroys earning 
Power there occurs an economic loss 
a real as that when a building is 

ed by fire—a loss which can 


only be offset by insurance.” 

e said a man with $10,000 annual 
earned income may have $20,000 in 
government bonds and feel that this 
obviates the need for A. & H. But he 
overlooks the fact that if his earning 
power is cut off for two years there 
has been a loss of $20,000, as genuine 
a loss as though he had lost his bonds 
beyond hope of recovery. Such a man 
has two assets, his $20,000 plus his 
earning power and of these the latter 
is by far the greater. His situation is 
like that of a man who owns two 
dwellings and who elects not to in- 
sure them against fire, on the grounds 





that if one burns he will still have the 
other. 

The agent who sells A. & H. is bene- 
fited in three ways: He renders a 
complete service and has the satisfac- 
tion of acting in a professional manner. 
He increases his earnings because of 
the liberal A. & H. commissions, the 
additional life insurance he will sell 
to present clients, and the clients he 
will create by first interesting them in 
A. & H. Finally, he will build good will 
in a unique manner with A. & H. 
through paying claims under which the 
policyholder himself is the beneficiary. 

Mr. Thorne said that far from in- 
terfering with an agent’s life produc- 
tion, A. & H. actually adds to it, fills 
in the holes, and often keeps him in 
business. 

Mr. Thorne told of a $250,000-$300,- 
000 life producer who toyed with the 
idea of earning $50 a month in A. & H. 
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commissions through one day’s work a 
week. In six months he jumped his 
earnings to $140 a month and when 
his renewals start coming in he will 
double that figure, all with no in- 
terference with his life writings. 

He told of another agent selling 
about $500,000 of life insurance a year. 
He started selling hospitalization 
policies, made himself $50 a month 
in 1952, $100 a month in 1953. Then 
one of his policyholders had a claim 
due to heart disease and the company 
paid a total of $1,278.65. This example 
of insurance in action so impressed 
him that in the next 10 days he sold 
eight cases for $800 in premiums and 
$200 in commissions. 

A third agent entered the business in 
1922 and in 1940, at age 55, realized 
that he had no retirement program of 
his own or with his company. He 
decided to write $100 of accident 
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premiums a week and broke it down 
into five $20 accident reimbursement 
policies. Using only the New York 
telephone book and direct mail as 
prospect sources, in seven years he 
built up an account of $30,000 in 
premiums, which at 30% commission 
means $9,000 a year. 

Mr. Thorne touched on the experi- 
ence of Ned Foley, of Berkshire’s 
Albany agency, who uses a “street” 
telephone book to enable him to make 
his calls with a minimum of travel. 
Mrs. Foley makes the appointments by 
telephone. She tells the answerer she 
is making a survey of hospital in- 
surance in the area. If the prospect 
is satisfied with what he has, Mrs. 
Foley terminates the conversation. 
If any interest at all is shown she 
says, “We are going to have a rep- 
resentative in your neighborhood next 
Tuesday, Will it be more convenient 
for you to see him in the morning, 
afternoon or evening?” 

Mr. Thorne emphasized the big mar- 
ket for A. & H. insurance for business 
purposes. He told of a case in which 
the agent wanted to sell partnership 
life insurance to owners of a firm. No 
sale, however. He switched to A. & H. 
and made the sale. Later one of the 
partners was sick and a claim was 


paid under the policy. Soon after the something of a production slump. The 
agent reopened the life insurance dis- agent goes back to his clients and says 
cussion and sold each of the partners in a very humble way that when he 
$50,000. wrote the life insurance he forgot to 

Selling A. & H. helps with program- take care of the most important thing 
ming and estate planning, said Mr. —the client’s income, without which 
Thorne. Many A. & H. policies can be he wouldn’t be able to keep his $100,- 
sold to programming prospects who 000 or any other amount in force. 
can’t be immediately sold life in- Mr. Duncanson also mentioned that 
surance. He told of a producer who his office is using the analytical or 
sells A. & H. in many situations where programming approach in connection 
he is also doing a programming job. with A. & H., listing what the pros- 
At the end of the fact-finding inter- pect has in the way of A. & H. cover- 
view he points out to the prospect age and then computing what he ought 
that it will take several days to get to have on the basis of his situation. 
up the recommendations but in the Usually this is a two-interview sale. 
meantime there is an obvious need The speakers were introduced by 
to protect income loss from accident Stanley Wayne, Mutual Benefit Life. 
or sickness and that can be taken care Thomas O’Hara, Metropolitan Life, 
of right away through a good dis- president of the association, spoke 
ability income policy. Mr. Thorne briefly at the end of the meeting. 
pointed out that when the agent comes 
back with his programming recom- 
mendation he is dealing not with just 
a prospect but with a policyholder. 





Philadelphia Bank Has Kind 
Mr. Thorne concluded with several Words for C.L.U. Program 


examples showing the amount of life Some 175 C.L.U. candidates were 
insurance that would be necessary to Suests at a luncheon at Philadelphia 
produce the equivalent in commissions 8!V€m by Girard Trust Corn Exchange 


Bank. 
that can be earned on A. & H. Speakers were David E. Williams, 


Mr. Duncanson said that A. & H. can pank chairman; David W. Gregg, dean 
be used to excellent advantage as a of the American College; Jerome H. 
help to older agents who may be in Pennock, Penn Mutual Life; Robert E. 


than C. Barr, Prudential, president of 








EVERYBODY LOVES 


Here’s our latest one. Simply by 
pulling the slide, you can see at a 


Philadelphia C.L.U. chapter, and Dr. 
S. S. Huebner, American College pres- 
ident emeritus. 

Noting that the bank has been work- 
ing with life agents for 10 years, Mr. 
Williams said, “We feel very much 
indebted to them not only for the trust 
and bank business they have brought 
us, but for the good will they have 
developed among their policyholders 
and prospects.” He said the bank finds 
the C.L.U. is among the most success- 


MacDougall, bank vice-president; Na- 
A GADGET... 


glance the important values of our 
Triple “S” Protected Investment. 
It’s easy to carry, easy to use... 
intrigues the salesman AND the 
prospect. 
Since getting this new gadget, many 
of our people say that they are not 
only seeing more prospects, but 
their closing rate is better, too. 


Yes, gadgets really can be helpful 
selling tools. And whenever there’s 
a practical use for items like this, 
North American provides them. 
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ful life agents. 

Mr. Gregg, complimenting the close 
cooperation between the bank and 
agents, said it is the first time he has 
found a bank so encouraging to the 
C.L.U. movement. Mr. Gregg also out- 
lined in detail requirements of the 
C.L.U. study program. 





Cravey Preliminary Oct. 12 


The U. S. Supreme Court on Oct. 12 
will hear the appeal of Bankers Life 
& Casualty in its anti-trust suit against 
Commissioner Cravey and others. Up 
for consideration is the order of Dis- 
trict Judge Holland of the southern 
district of Florida separating the ac- 
tion against Cravey and transferring 
it to Atlanta. Bankers L. & C. wants 
all defendants tried in Florida. 





Manhattan Eases Policies 


Manhattan Life has liberalized un- 
derwriting of war hazards and will in- 
sure civilians without a war clause. A 
military questionnaire will not be 
needed except when specifically re- 
quested. For underwriting purposes, 
“civilians” will include members of 
the inactive reserve and the National 
Guard who do not anticipate active 
duty. 

The company will continue under- 
writing applicants on active duty, al- 
lowing a maximum of $10,000 without 
a war clause to majors or higher under 
certain circumstances. 

Policies outstanding with a war 
clause can be reviewed by having a 
military questionnaire form completed 
by the policyholder. 





e@ Clifford F. Soukup of the Frank 
Lotito agency of Lincoln National Life, 
Chicago, has been appointed a unit 
manager in the agency. He will devote 
full time to supervising new men and 
some brokerage supervisory work. Mr. 
Soukup went with Lincoln National 
in 1946 after discharge from the army. 
He is a graduate of the Purdue school. 


New S.M.U. Institute Hall 
Named for O. S. Cummings 


O. Sam_ Cummings, Texas gener 
agent at Dallas for Kansas City Lite 
was honored by 
insurance and ed- 
ucation leaders at 
the dedication of 
the new dormitory 
at Southern Meth- 
odist University 
for students at the 
Institute of Insur- 
ance Marketing. 
The building has 
been named Cum- 
mings Hall in his 
honor. 

Travis T. Wal- 
lace, president of 
Great American 
Reserve and also of the institute 
called Mr. Cummings “the man who 
more than any other one man, was 
responsible for the existence of the jn. 
stitute.” He also pointed out that Mr, 
Cummings organized and taught the 
first insurance course offered at SMU 
in 1922. 

One of the members of the first ip. 
surance classes taught by Mr. Cum. 
mings was present at the ceremony, 
He was S. J. Hay, president of Great 
National Life and first president of the 
institute. Also present was Hilton 
Painter, president of Texas Empire 
Life & Accident, the first institute 
graduate to become president of a life 
company. 


re 





0. Sam Cummings 





New Postal Life Divisions 


NEW YORK—Postal Life has opened 
a tabulating division equipped with the 
latest I.B.M. machinery and has set up 
a policyholders service department. 

Heading the I.B.M. division is E. 
Thomas Higgs, who was for four years 
assistant supervisor of the I.B.M. de- 
partment of General Reinsurance and 
before that was with North American 
Reassurance for two years. He is as- 
sisted by Mrs. Eleanore Duschere, for- 
merly supervisor of I.B.M. operations 
for Home Owners Loan Corp. and 
American Installment Credit Corp. 

The policyholders service depart- 
ment is headed by Max Daitch, for- 
merly assistant manager of Penn Mu- 
tual’s New York City premium collec- 
tion and servicing office. 





Market Trends Discussed 


A. & H. Managers Club of Los An- 
geles at the first fall meeting heard a 
talk by Lloyd Lafot, inspector of agen- 
cies of New York Life, on “New Mar- 
keting Trends on the Horizon.” 

Outlining some of the present prob- 
lems in selling, Mr. Lafot said there 
are fewer men in the business, and 
they are writing fewer policies but for 
greater amounts per policy. High prices 
are a problem for both companies and 
producers, but the squeeze is on 
producer, he said. It is up to the agent 
to build up the tempo of his sales. 





To Hear Ullman at N. Y. 


A. & H. Club of New York at the 
Oct. 6 meeting will hear a talk by Ju- 
lius L. Ullman, vice-president of W. L. 
Perrin & Son, and a past president of 
the association, whose topic will be 
“Current A. & H. Production Problems 
lems in New York City.” 











Begin Pacitic Mutual Campaign 


Sparked by home office motivation | 
predicated on 3-D appeal (dig, drive | 
and deliver), the annual nation-wide | 
inter-agency production contest of Pa- 
cific Mutual Life was launched last 


week. 





@ Continental Life of Toronto has re 
vised single premium rates for its life 
and 20-year endowment contracts. 
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: Ostheimer Incorporates 
Employe Benefit Function; 
William F. Drake a V.-P. 


PHILADELPHIA—The employe 
penefit plan activities formerly han- 
dled by Ostheimer & Co. of Philadel- 

ja are being taken over by a new 
corporation, Ostheimer & Co., Inc, 
which began operations Oct. 1. 

At the same time, William F. Drake, 
for the past year superintendent of 
agencies of Prudential and for eight 
years prior to that its director of group 
jnsurance, joined the new corporation 
as vice-president. He has had a total 
of some 20 years in group insurance. 
He will serve as senior consultant in 
all phases of employe benefit plans. 

President of the new corporation is 
A. J. Ostheimer 3d, founder of Osthei- 
mer & Co. and consistently a top pro- 
ducer for Northwestern Mutual Life. 

The corporation will provide actua- 
rial, consultant and administrative 





A. J. Ostheimer 3d William F. Drake 


services for various employe benefit 
plans serviced by the original com- 
pany. These include pension, profit- 
sharing group (health and welfare) 
and deferred executive compensation 
plans. The original company will deal 
exclusively with estate planning, life 
insurance, and annuities—services it 
had previously offered along with the 
employe benefit plans. 

Officers of the new corporation, in 
addition to Messrs. Ostheimer and 
Drake, are Arthur M. Bremer, execu- 
tive vice-president; Aubrey White, 
vice-president and actuary; Herbert 
W. Reisner, vice-president and gen- 
eral counsel; Edward H. Owen and 
William J. Probst, vice-presidents and 
consultants; S. B. Corliss, secretary; 
G. C. Jenkins, Jr., treasurer; and Har- 
try B. Weaver, assistant secretary- 
treasurer. All are veterans of the orig- 
inal Ostheimer & Co. 

Added to the staff of the new corp- 
oration are John W. Fuss, who will 
take charge of the administration of 
plans; Car] E. Parsons, Jr., who will 
assist in the underwriting and adminis- 
tration of group plans; and Robert A. 
Lunbeck, an associate of the Society 
of Actuaries, who will assist in han- 
dling the increased volume of trusted 
(uninsured) plans. 

The new consolidated headquarters 
at 1510 Chestnut street which opened 
in September, will be occupied by Os- 
theimer & Co., Inc., Ostheimer & Co., 
and Ostheimer-Walsh, Inc., which pro- 
vides fire, casualty and marine insur- 
ance, and insurance surveys. The new 
offices occupying four floors of the 
eight-story building, give the Osthei- 
mer affiliates a total of about 12,000 
square feet. 





Housing for Aged Best Not 
Specialized, Says Nelson 


NEW YORK—Enriching the Years, 





XUM. 


the 1953 report of the New York state 
joint legislative committee on problems 
the aging, has just been issued. It is 
a handsome 200-page book printed on 
Slossy paper. Vice-president Otto L. 
Nelson of New York Life contributes to 
a Symposium on housing for older peo- 
ple. Mr. Nelson’s conclusions, from 
§ with older people living in New 
York Life housing projects, is that they 
do not wish to be treated as special 
cases or grouped together. 
T would feel that that is the healthy 





way to treat the older people,” he said. 
“I am sure none of them wish to be 
treated as institutional cases. They are 
happiest when they are in a general 
pattern and it would seem to me that 
this is the role that private enterprise 
can play...any time you build a spe- 
cial purpose building—I do not care 
whether it is housing, an office building 
or any type of structure—just as soon 
as it becomes earmarked as what is 
generally known as a ‘special purpose 
building’ financial difficulties increase 
and financial hazards increase. So I 
would say to the extent that you can, 
it is well to have a well rounded 
project, one that has a multiple use.” 


Policies Sold Service Men 
Must Meet Guertin Tests 


Contrary to what was stated in a 
news item in the Sept. 4 issue, the 
Defense Department has not modified 
its requirement that policies sold to 
members of the armed forces on mili- 
tary installations meet at least the 
minimum requirements of the Guertin 
law as respects nonforfeiture values. 
The item stated that the department 
had modified its requirements to per- 
mit non-Guertin policies to be meas- 
ured against other standards. 





Royal Neighbors Limits Up 


Royal Neighbors of America has in- 
creased maximum amount of life in- 
surance to $5,000 for all juvenile plans. 
The new maximum applies to all states 
except Connecticut, Maryland, New 
York, Tennessee, Virginia and Wash- 
ington, where maximums are fixed by 
state laws. 





Hear Panel at Nashville 


A panel discussion on “Educating 
Our Agents” featured the first fall 
meeting of Nashville General Agents & 
Managers Assn. New officers are W. 
W. Eyster, president; J. B. Adkisson, 
vice-president, and James F. Eubanks, 
secretary. 


Ad Gets R.D. Treatment 


An advertisement by John Hancock 
which appeared earlier this year in 
nationally-distributed magazines, is 
being reprinted, in condensed form, by 
Reader’s Digest in its October issue, 
with the heading “Advertising Cum 
Laude.” 

The ad salutes the newspaper re- 
porter, praising him for his fairness, 
objectivity and accuracy. 








Sun, Life, Can., CLUs Elect 

Sun Life (Can.) Assn. of C.L.U.s 
elected Paul E. Drury, Baltimore man- 
ager, president. Others elected were 
J. K. Kelleher, Pittsburgh manager, 
vice-president, and R. Wanner, 
Charleston manager, secretary and 
treasurer. H. N Phillips, Detroit re- 
gional group manager, was named 
special representative for the eastern 
United States division, and J. D. Soper, 
St. Louis manager, was elected to a 
like post representing western United 
States division. 





Mutual, Canada, Raises Limits 

New non-medical limits of Mutual 
Life of Canada are: males, ages 0-14, 
$5,000; ages 15-35, $10,000; ages 36-45, 
$5,000; female ages 0-45, $5,000. 





Increases Discount Rate 

Farmers & Bankers Life has in- 
creased its discount rate on premiums 
paid in advance to 24%. 





e Charles B. McCaffrey, assistant di- 
rector of agencies for Northwestern 
Mutual, will discuss partnership fi- 
nancing at a meeting of Los Angeles 
C.L.U. chapter Oct. 8. 


Olmsted-Headed Group 
Offers to Buy Stock of 


United Services Life 


WASHINGTON—Goodwyn & Olds, 
local investment firm, has offered to 
pay $120 per share for all or at least 
5,000 shares of capital stock of United 
Services Life, provided the stock is 
deposited with Union Trust Co. by 
2 p. m., Nov. 2. 

The investment firm is reported to 
represent a group headed by Maj. Gen. 
George H. Olmsted, retired Defense 
Department military assistance direc- 
tor. 

Mr. Olmsted is an officer of the 
affiliated companies known as_ the 
Hawkeye-Industrial group, and also 
identified with Equity Corp. and Bell 
Aircraft Corp. which have an interest 
in the insurers. The companies are 
Bankers Security Life of New York, 
Erie Ins. Co. and Industrial Ins. Co., 
all of which Mr. Olmsted serves as 
president; and Hawkeye-Security and 
Northeastern Ins. Co., which he serves 
as chairman. 

United Services, established 14 years 
ago, confines its coverages to regular 
military officers on active duty or re- 
tired, their wives and children under 
18. Its offices are at 1625 I street. 


United Services directors are noti- 
fying stockholders that they are “com- 
pletely neutral” on the bid. Col. F. 
Granville Munson is president of the 
company, and Thomas F. Bourke ex- 
ecutive vice-president. 

As of Dec. 31, 1952, United Services 
had assets in excess of $9,255,000 and 
life insurance in force of $105,019,000. 
During the first eight months of 1953, 
its stock ranged from $30 to $55 
per share, 20,000 of which are out- 
standing among 1,400 stockholders. 

Shortly before the Goodwyn & Olds 
bid was publicized, a Texas broker 
circularized United Services stockhold- 
ers offering $75 per share. 





Night-Long Sales Drive 


The Nov. 2 meeting of Western New 
York A.&H. Assn. (Buffalo) whose 
complete 1953-54 program was report- 
ed in a recent issue, will be devoted 
to an all-night sales drive, to be fol- 
lowed by an 8 a.m. breakfast at which 
awards for the night will be presented. 

Agents will operate in pairs, starting 
at 9 p.m. Nov. 2, and will work until 
breakfast-time. Leading agents and the 
agent recording the best over-all pro- 
duction will be cited. Clarence R. 
Sedgwick, Union Mutual Life, is chair- 
man for the night-long campaign. 
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EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


FOUNDED IN 1867 IN DES MOINES 


to the eight field 
associates upon whom the 
American College of Life Under- 
writers conferred the CLU desig- 
nation in August at the 64th 
annual NALU convention: 


5 ee rere Minneapolis 
= T- A. N. Caines, GA......... Waterloo 
== E. N. Conklin, GA......... Syracuse 

““Fe=  F.H.Manning......... Kansas City 
™ 2° #£«4H-.F. Mischke............. St. Paul 

hi W. J. Ondrejcka, GA .. .Sacramento 

R. B. Ryden............ Des Moines 

Rd. Scheidt ... 0.2000. Harrisburg 
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1,130 Fraternalists Now 
Have F.I.C. Designation 


Since the Fraternal Insurance Coun- 
sellor program was inaugurated, 1,130 
persons have completed the study re- 
quirements for the F.I.C. designations. 
The F.I.C. program, administered by 
the Fraternal Field Managers Assn., 
consists of rigid study courses designed 
to bring about a high degree of tech- 
nical competence among fraternal in- 
surance men. 

Woodmen of the World, Omaha, with 
247, tops all other societies in number 
of F.I.C.’s. It is followed by Aid Asso- 
ciation for Lutherans, with 213; Luth- 
eran Brotherhood, 195; Maccabees, 160; 
Modern Woodmen, 62, and Woodmen 
Circle, 30. 


Gilmore Pledges to Study, 
Tackle Problems of N.A.L.U. 


(CONTINUED FROM PAGE 1) 
tion of our national headquarters, your 
National association faces several other 
problems of major importance. This is 
neither unusual nor to be deprecated; 
it is, in fact, an extremely healthy 
symptom of progress. The rights of 
state associations under N.A.L.U.’s by- 
laws become a matter for concern 
owing to the action of the New York 
state association and the subsequent 
ruling on the interpretation of our by- 
laws by the board of trustees. In an 
effort to resolve such questions, I have 
appointed a special committee at the 
direction of the board to confer with 
the New York state association. This 
committee is composed of Past-presi- 
dent Fluegelman, Treasurer Osborne 
Bethea, and Secretary Stanley C. 
Collins. These men were chosen, not 
alone for the objectivity of their 
thinking, but because they are resi- 
dents of New York state and therefore 





—— 


may be available on short notice. Laura Benham, is charged with the Institute Sees Limited Goal 
“During this administrative year, responsibility of integrating the talents ‘ 
every effort will be put forth to assist and services of women underwriters for High School Courses 
Chairman Charles E. Cleeton in his throughout the United States with their A boy who is studying life insurance 
drive to complete the Memorial Build- respective local and state associations in high school today may not remem. 
ind Fund. We are close to that goal and particularly with related organiza- ber five or ten years from now many 
and look forward to its actual achieve- tions, such as the various state round Of the details of the business, but he 
ment by the time of the annual conven- tables, life insurance and trust councils, Will have a more familiar grasp of in. 
tion at Boston. The long quest for a etc. In consequence, with the coopera- a oo ae -— —— di- 
site for our future headquarters will tion of the committee of women under- Institute of Life pectin told the of 
eh es s : a , e an. 
go on; the self-sacrificing location com- writers during the year, we shall be nual convention of National Assn. of 
mittee, reappointed in toto by the able to determine finally and conclu- Motor Bus Operators at San Francisco, 
trustees and the national council, will sively whether it is possible to develop Mr. Burr, in reviewing the school 
continue its exhaustive search and re- a valid program justifying the contin- relations activities carried on by the 
port to the mid-year meeting. Ample uation of that committee or, converse- institute, said, “We hope that a boy 
time on the agenda at New Orleans ly, whether the committee should be Studying an_ institute-prepared unit 
will be allotted to consideration of this abolished as it was previously recom- Will, as a result of his study, have a 


cardinal question. mended at the Atlantic City conven- a Se weil retemetes checamane aul 
“T pledge the utmost exertions of tion.” 


arise in his family and in which life 
my administration in furthering two insurance can be helpful. We hope, too, 
other undertakings: the revision of 


that he will grant an interview on q 
Section 213 and Section 213-a of the JHOU Annual Card 


friendly, favorable basis to the life in. 
New York state insurance law, and the surance agent, recognizing the impor. 
effective legislative implementation in Is Now Completed pee yr Raney gs pt ape tay prod- 
various states of the approved $20,- (CONTINUED FROM PAGE 9) He suggested that the insurance in- 
000-$40,000 group term insurance Jr., ist assistant secretary, Union Cen- dustry not regard its program as an 
limits. Each of the 27 chairmen of our tral Life. Dr. Paul H. Langner, Jr., advertising or promotional effort which 
standing and special committees have associate medical director, Provident Will pay off immediately. Educators 
been chosen for their knowledge of the Mutual Life, will speak on “Certain Should cooperate with the industry in 
activity assigned them and for their Aspects of Genitourinary Tract Dis- Papi ep re ae aed he said, and 
willingness to work energetically in the ease.” “Where Do We Stand With The pangs ges we i ceude Wea pinpointed 
interests of our membership. I aM Doctor?” will be discussed by Dr. : 
proud to have their services forI know Ralph R. Simmons, medical director, 
that at the year’s end, their efforts will Equitable Life of Iowa; and “Where Embarrassing Issues Are 
have notably advanced the funda- Do We Stand With Ourselves?” by F dinG 
mental objectives of N.A.L.U. Joseph C. Wilberding, executive sec- *OUNG@ In Group Cases 

“Our membership activity is in the retary, M.I.B. executive committee. In group disability cases that are set 
capable hands of Mitchell M. Rosser, The morning session will close with oe where the anne 

: a : “seeing erience 

and I am certain we can expect a con the election of officers ; .,. has become eo unfavorable that tae 
tinuing growth in membership during The industrial session will start its must be a rate increase in one way or 
the year. proceedings _Friday afternoon, in another, some embarrassing circum- 

“One special sub-committee has been Charge of William F. Morris, manager stances arise. There have been cases in 
appointed under the committee on of the underwriting department of Life which the insurer asked to cancel and 
The sub-committee on of Georgia. Panelists of the industrial the cover could cnly be replaced at a 
chairmanned by Mrs. ¢ase_clinic and open forum include: substantially higher cost. This called 
Dr. Lytle Atherton, medical director, for payments from employer and em- 








associations. 
coordination, 








WANT ADS 


Lincoin Income Life; A. Clyde Miles, ployes greater than wnat were spd 
Union Life of Virginia; James H. Mc- 

Cary III, Southern Life & Health and Teones the question as Wanted to 
Herman S. Lindy, Delta Life. 








The third day will open with the 





Prien ‘i Ghease. stfiee iTS. W. dae 


make payment tn advance. 


minimum. Limit—40 words per inch. Deadtine § P. 
dackson Blvd. Individuals placing ads 
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ordinary case clinic, which will be pre- Hospital Leader Speaks 

sided over by John F. Duston, under- — Horace Cardwell, vice-president of 
writing secretary, Equitable Life of Texas Hospital Assn. and chairman of 
Iowa. Participating in the clinic will the hospital-insurance-physicians joint 
be: Julius Covington, Coastal States advisory committee of Texas, discussed 


uM. 
are requested to 








Life; Glen M. Craft, Columbus Mutual problems facing the three professions 





qualifications. 


Bivd., Chicago 4, Ill. 





MANAGER WANTED IN MID-WEST 


A strong, well-established mutual life insurance company has an opening 
in the mid-west for a man experienced in selling, but with managerial 


To the right man this position provides an excellent income including salary, 
expense account and other managerial profits. 

The company is progressive, highly regarded in the industry, has attractive 
career contracts and home office training for agents. 


Prompt action is desired. All inquiries held confidential. In reply give complete 
qualifications. Address U-51, The National Underwriter Co., 175 W. Jackson 


Life; Violet Drake, North American represented by his committee when he 


Accident; Edna Giles, Washington Na- @4dressed Dallas Assn. of A. & H. Un- 
tional Life; Robert M. Kidd, Ohio Na- derwriters. Members of Texas Claims 


tional Life; Joseph C. Kosid, Mutual er Assn. attended the 
Service Life; Laura L. Smith, National ‘ 


Fidelity Life, and Lorne S. Stone, State 
Mutual Life. 





Issues Pension Forum Book 


_ NEW YORK—Equitable Society has 
issued a booklet giving the proceedings 
Math Robot for Franklin of the company’s pension forums held 
sept oa ey r group annuity clients this year. It 
Franklin Life next year will install contains 57 pages of text and charts. 
the first “electronic brain” designed 
and built by Remington Rand for 
non-governmental American business 








Book on Aged Problems 











institutions. The cost will exceed $1 The joint legislative committee on 





ASSISTANT AGENCY 
MANAGER WANTED 
IN CHICAGO 


Here is an exceptional opportunity to step 
into a good position as assistant manager 
in the largest agency of a moderate sized 
life insurance company. Agency gets its 
business from general insurance men. As- 
sistant manager would help recruit new 
general insurance men and would also help 
close business. Applicant needs a minimum 
of one year's personal production with some 


million. problems of the aging of the New 

The giant machine, Unidac Fac-Tron- York legislature, which is headed by 
ic, a data processing machine, performs Sen. Thomas C. Desmond, has pub- 
computation, sorting and classifying lished a 200-page book on various 
jobs at immense speeds. phases of the problems, with numer- 

Franklin Life is the first of anumber ous illustrations, tables and the like. 
of American insurance companies to One of the 28 chapters deals with mod- 
contract for this five-ton Unidac sys- €mm management and older workers 
tem. Special personnel are being trained 2nd the other with the problem of a 
for its operation and maintenance. fixed retirement age. 


: ; Farmers of L. A. Eyes Atlantic 
Prudence Life Indiana Changes LOS ANGELES—Farmers Insurance 
Prudence Life of Chicago has opened group of Los Angeles is celebrating 
an agency at Fort Wayne, Ind. Harold its 25th anniversary this week, and is 
J. Spry is manager and headquarters host to 1,000 of its key representatives 


Superintendent of Agencies 
Wanted 


A well established mid-western mutual life 
company has an opening for an experi- 
enced man to head its agency department. 
Give full details of qualifications in first 
letter. All correspondence will be held in 
confidence. 


Address U-59, 
The National Underwriter Co., 


175 W. Jackson Blvd. Chicago 4, Ill. 











supervision experience desirable. Age 30 to 


are in the Standard building. in 23 states. 





40 preferable. Agency located in Chicago. 
Salary and commission. Give full details in 
first letter. All information confidential. 
Address Box U-56, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Ul. 











L. S. Cunningham has been appoint- _ Officials announced plans to extend 


UNUSUAL ACT! 
A ASTEARIAL OPPORTUNITY the operations of the group clear to the 





Medium sized rapidly growing midwest combina- | ed South Bend manager. . 
ee —— has cp cage sone & =~ . Atlantic coast. The representatives also 
have executive ability and be Fellow of Society were informed they could include. in 


e B. Wheat Randle, Dallas manager their activities representation of Mid- 


of Actuaries. Give full iculars. Replies han- 
fide y c for InsuroMedic Life, was in charge Century Ins. Co., Multiple Line Co. of 


. The National 





died confidentially. Address U-39 
pony nd Co., 175 W. Jackson Bivd., Chi- | of a home office indoctrination pro- Los Angeles. New World Life and 
oa gram for agents. Farmers American Auto Club. 
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_ ASSOCIATIONS 


Chicago Underwriters, 
CLU Chapter Have Rally 


Opening the season for Chicago Assn. 
of Life Underwriters and Chicago 
CLU. chapter was a joint gathering 
featuring a talk by J. Harry Wood, 
rofessor of management at Washing- 
ton University, presentation of desig- 
nations to new C.L.U.s, and the play 
“The Ordeal of Richard Roe.” 

After an informal reception for the 
new C.L.U.s, which was under the 

idance of Richard C. Frasier, Great- 
West Life, the formal program began, 
which included introductory remarks 
py Roy D. Simon, Penn Mutual Life, 
president of the Chicago association. 
Robert K. Schott, Phoenix Mutual Life, 
president of the Chicago C.L.U. chap- 
ter, presided. 


Hear Code Talk in Ariz. 


Arizona Assn. of Life Underwriters 
at a meeting at Phoenix was told how 
the state insurance code affects bene- 
fit life companies. More than 100 per- 
sons heard the talk by T. T. Crance of 
Arizona State College. 

The Arizona senate committee on 
banking and insurance currently is 
investigating the state insurance code, 
and the next public hearing is sched- 
uled for Oct. 12. A revised code failed 
to pass the last legislature. It was not 
supported by the association. 

Mr. Crance outlined code require- 
ments for different types of life com- 
panies. Current problems, he said, have 
not arisen because of violation of the 
existing law and their solution, conse- 
quently, lies in statutory revision, ra- 
ther than enforcement. 
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Dayton, O.—George 
spoke at the first fall meeting. Three members 


| received C.L.U. diplomas. 


Kokomo, Ind.—New officers are Marshall 
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Minnesota Mutual Life 


Has New Agent's Contract 


Minnesota Mutual Life has adopted 
anew agent’s contract which includes 
a complete revision of its first-year 
commission schedule that results in a 
net increase in total compensation of 
63% of first-year premiums. 

Commissions still start at 55% but 
how are graded age by age, instead 
of by five-year periods of premium 
payment. On shorter premium-paying 
plans, first-year commissions have 
been increased up to 14%. On retro- 
active, special first-year commissions 
are boosted up to 10%, and on term 
plans they are now increased up to 5%. 
On whole life preferred, they are 
boosted 25 to 50%. The scale on re- 
tirement income bond has been ad- 
justed, largely downward. 

‘Overall, first-year commissions have 
been reduced by 2.35% of first-year 
Premiums, though total other compen- 
sation is up 8.65%. 

The new contract makes provision 
for persistency fees ranging from 20 
to 100% of all renewals, the extra 
percentages varying by volume re- 
nhewal ratio, resulting in a potential 
Tenewal income of 10% for nine years. 
A renewal commission fee of 40% also 
will be paid on all premiums on which 
Tenewals are no longer payable, in- 
cluding business now on the books. 

persistency fee provisions will 
contingent upon an agent paying 
$100,000 of ordinary business the 
preceding year, beginning in 1956. 
neta other minor changes are 

fected under the revision. 
le company also is instituting a 
— plan for agents, details of 
which will be announced later. In 
addition there has been an increase 

group insurance amounts. 


In terms of dollars, it is estimated 
the new contract will pay out in com- 
pensation to agents, an annual increase 
on present business of about $156,000, 
the total to increase with the years. 
This figure includes the cost of pen- 
sions for agents but not the cost of any 
pension plan for general agents. 





Life Investment Aways 
Looks Good: Paul Clark 


(CONTINUED FROM PAGE 1) 
at Los Angeles was named leading 
agent, both in volume and premium. 
Morton Y. Bullock, III, of the Swigert 
& Clark agency, Baltimore, sold poli- 
cies to greatest number of individuals 
and for the fifth successive year, Willis 
E. Davis, Reed agency, Louisville, was 
the leading agent in ordinary sales. 
Joseph N. Desmon, Erickson agency, 
Buffalo, led in ordinary premiums, 
and the leading woman agent of the 
year in total volume was Mrs. Rae C. 
Levy of the Strong agency at Dallas. 
Leading producers offered some val- 
uable ideas on markets for life insur- 
ance at the agency leaders’ meeting. 
Pointing out that a widening mar- 
ket exists today for the sale of life 
insurance to women, Edward G. Thom- 
as, Colorado Springs, said they pur- 
chased $5,200,000,000 of life insurance 
in 1952, and that they now own a total 
of $50 billion, more than the total 
amount in force on men, women and 
children in any year prior to 1923. 
Why should such a volume of in- 
surance be purchased by women? Mr. 
Thomas asked. “Today they own 70% 
of the nation’s private wealth; they 
represent 43% of the country’s stock- 
holders; they hold 65% of mutual sav- 
ings bank accounts; and they own 30 
million homes.” He added that women 
executives are becoming more plenti- 
ful throughout the country, and that 
in itself constitutes a growing market 
for insurance. 


“Satisfied policyholders are the best 
source of new business,” according to 
Clare G. Sharkey, Dayton, O. “A pro- 
grammed policyholder is a_ satisfied 
policyholder because he better under- 
stands what his life insurance will do 
for him. Satisfied policyholders don’t 
hesitate to recommend the agent to 
their friends and business associates,” 
he said. 

P. Hicks Daniel, Fort Worth, Tex., 
outlined a successfully-used sales plan 
for permanent mortgage redemption 
insurance. Key selling feature of the 
plan is that it emphasizes what the 
policy will do for a prospect if he lives, 
as well as recognizing the possibility 
that he might not. 

Howard Roeding, Rochester, N. Y., 
said that to build consistent substantial 
production, a good set of records is 
invaluable. “It’s easy to find the reason 
for a slow-up in production by going 
back over a few weeks’ records and 
analyzing your activities,” he noted. 

Other speakers were Charles J. Zim- 
merman, managing director of L.I.A.- 
M.A.; Arthur H. Motley, president of 
Parade Publications; Bernard L. Fraz- 
er, Chicago agent, on “Simple Pro- 
gramming”; John Howell, New York, 
on “Answering Objections”. 





Reception for Guibord 


Paul L. Guibord, newly appointed 
general agent of Mutual Benefit Life 
at Newark, was honored at a reception 
in the agency’s new quarters at which 
guests were local life managers, gen- 
eral agents and leading business and 
professional men. President Bruce 
Palmer was in the receiving line with 
Mr. Guibord and also acting as hosts 
were the executive officers and di- 
rectors of Mutual Benefit. 


Tells How to Turn Term 


Trust Savings Into Sales 
(CONTINUED FROM PAGE 2) 
a net increase in savings of $8,210. 
“Or a simpler way of looking at it, 
instead of paying 53% of the interest 
and dividend to the government, no 
part of the income at all is paid. So far 
as the trustee’s fees are concerned, the 
grantor should consider that he would 
be receiving a reasonable quid pro quo 
for the amount paid. My clients, who 
have agency accounts at the trust com- 
panies find that the efficiency of the 
trust company in timing the purchase 
and sale of securities, when compared 
with that used by the ordinary inves- 
tor, almost invariably exceeds the fee 
of % of 1% of the principal for a trust 
of this size, and frequently several 
times exceeds it. In such a case all the 
other services of the trust company 
are thrown in for nothing! So we can 
conclude that as a practical matter un- 
der such a trust, all of the income can 
properly escape income tax and gift 
tax through the use of the 10-year term 
trust.” Mr. Spindell then mentioned 
two points regarding this example: 


When the children become older and 
earn income of their own which brings 
them over the $600 exemption, then 
the exemption would be lost. There- 
fore, if the children are now in their 
teens, it might be better to authorize 
the trustee to distribute or accumulate 
the income so that it could be sure 
that not more than $599 was received 
each year by the child from all income 
sources. If the child earned $100, then 
his distribution would be $499. While 
this would cause a loss of the gift tax 
annual exclusion, that is not a very 
significant item. 

Far too much concern is given by 
the grantors and their advisers to the 
receipt of trust income by a minor 
child, he declared. If a trustee is di- 
rected to pay the income to a minor 
beneficiary, it can make out the checks 
payable to the minor beneficiary and 
send them to the parent, preferably 
to the mother. She then opens a bank 
account in the bank from which she 
may make withdrawals during the 
minority of the child. The check is en- 
dorsed in the child’s name and de- 
posited in his account. 

“Indeed,” Mr. Spindell said, ‘‘a short 
cut would be for the trustee merely 
to make the deposits in the minor’s 
bank account. The parent can then 
make withdrawals to pay insurance 
premiums or make investments in gov- 
ernment bonds. These are the two prin- 
cipal types of investment of minor’s 
funds since in any other type of in- 
vestment it would be necessary to sell 
the bonds, security, real estate, etc., 
and that could not be done without the 
appointment of a guardian, which most 
people like to avoid.” 

* we e 

If a child’s funds are invested for 
the benefit of the minor or are used 
for his benefit and not for the benefit 
of the parent, no liability would ever 
arise even if the child did desire to 
disaffirm the transaction after he be- 
comes of age. “I might mention in 
passing: an important detail where the 
funds are used to pay insurance pre- 
miums on the minor’s life. Be sure 
that a cashier’s check and not the mi- 
nor’s check is used to pay the premi- 
um, for otherwise the insurance com- 
pany may raise a question as to au- 
thority to use a minor’s funds in this 
way. If the cashier’s check is used, no 
question arises.” 

One good way to avoid this problem 


entirely, Mr. Spindell said, is for the 
grantor to direct in the trust instru- 
ment that the trustee pay the insurance 
premiums on policies owned by the 
child on his own life out of the trust 
income directly to the insurance com- 
pany. Such a provision would fully 
protect both the insurance company 
and the trustee. Since the income is 
being used to pay premiums on policies 
owned by the child outright, it is a 
distribution to the child and thus tax- 
able to him and qualifies as a present 
interest for gift tax. Where the policy 
is owned by the trust, the income used 
for the premiums is, of course, taxed 
to the trustee. 


Mr. Spindell declared that one of the 
most effective tax-saving devices now 
available under the tax laws is the 
short term insurance trust. This trust 
is like the regular 10-year term trust 
except that the income is directed to 
be used for the payment of a 10-pay 
life insurance policy on the life of a 
child or grandchild. If the grantor de- 
sired to provide a $50,000 paid-up in- 
surance policy on the life of his child 
or grandchild 11 years old, he would 
find that the gross annual premium 
would be about $2,250, Mr. Spindell 
said. To take care of income taxes and 
the trustee’s fee, the trust should pro- 
vide an income of slightly more than 
$3,000. 

If $75,000 of marketable securities 
were placed in the trust with the 
trust company, it would produce just 
about the right amount of money to 
acquire this $50,000 paid-up insurance 
policy, according to Mr. Spindell. The 
taxable gift on the $75,000, all of 
which would be of a future interest, 
would be $22,500, half of which would 
be attributed to the grantor’s wife 
and could be applied against the 
$30,000 life-time exemption, or, if 
they have already been exhausted, 
taxed at a low gift tax rate. 

If the grantor is in a 60% income 
tax bracket, it will have cost him by 
the end of the 10-year term only 40% 
of $30,000 or $12,000 to give his child 
or grandchild a $50,000 paid-up policy, 
the cash value which would be about 
$21,048. If he were in the 90% tax 
bracket, it would cost only $3,000. For 
taxpayers in the top brackets the term 
trust idea, when understood, becomes 
virtually irresistible, Mr. Spindell 
said. At the end of the 10-year term 
the grantor would get back all of his 
securities and the child, age 21, would 
get the insurance policy. 


“But let us apply this same plan on 
a smaller scale and in even a more 
skillful tax manner,” he said. “Suppose 
the grantor transfers $30,000 of secu- 
rities to a trust and provides that 
$599 shall be payable to the child 
and the balance shall be accumulated 
and used to pay premiums on a 10- 
pay life policy on the life of the child. 
The accumulated trust income of, 
say, $600 (14 of 4% of $30,000) would 
be sufficient to pay income taxes, 
and the trustee’s fee, and the premium 
on a $12,500 10-pay life contract on a 
child age 11.” 

At the same time the grantor could 
take out another $12,500 paid-up life 
insurance policy on the life of the 
child and assign it to the child. By 
directing the trustee to pay the pre- 
miums on that policy out of trust 
income or by drawing a cashier’s check 
against the child’s bank account to 
pay the premiums out of the child’s 
income, the grantor can effectively 
use the so-called “double exemption”. 
Instead of paying 60% of the $1,200 
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of income to the government, only 
$500 of income is being subjected to 
the tax in the low tax bracket of the 
trustee—a comparison of $720 a year 
tax versus $100 a year tax. 

At the end of the 10 years, the child 
will own two paid-up insurance poli- 
cies, aggregating $25,000, and the gran- 
tor will receive back his $30,000. Also, 
Mr. Spindell said, the fact must not 
be overlooked that about $5,000 of the 
total taxable gift of $9,000 is a gift of 
a present interest, which leaves only 
$4,000 subject to gift tax. 

“If I were personally creating such 
a trust for the benefit of my son and 
if he were 17 years old, I think I would 
be more interested in the ordinary life 
than in the 10-pay life contract,” Mr. 
Spindell stated. “The $1,200 of income 
could pay the premiums on almost 
$75,000 of ordinary life on a child age 
17. The trust would carry this until 
the child reached age 27.” Mr. Spindell 
said that after age 30 the child should 
be able to take over the $1,200 a year 
obligation. 


a e e 

Mr. Spindell then turned to accumu- 
lative fund for retirement, giving one 
plan which would be for the grantor, 
age 50, to create a 15-year trust with 
his wife named as beneficiary. It would 
be an accumulative trust, with the in- 
come being accumulated for her bene- 
fit. “Let us assume $75,000 of securi- 
ties is transferred in trust and that 
it produces $3,000 a year before in- 
come taxes or $2,400 after taxes,” he 
said. The trustee takes out a retire- 
ment income policy on the life of the 
grantor’s wife, the premium of which 
is $2,400. 

This will buy a retirement income 
for her of about $200 at age 65, with 
10 years of payments guaranteed. If, 
however, the grantor did not create a 
trust but took out the policy himself 
after paying a 60% income tax on his 
top earnings, he would have available 
only $1,200 to pay such premiums. 
Thus, the accumulation during the 15 
years would have produced only $100, 
which is % of the amount produced by 
using the term trust. Stated in another 
way, by using the term trust he would 
be able to accumulate $36,000 after 
taxes as against $18,000 by the gran- 
tor himself. 

Another effective use of the term 
trust, and involving the use of life in- 
surance, is to provide tax money for 
the estate of the grantor’s wife, Mr. 
Spindell pointed out. More and more 
clients are becoming aware that their 
principal estate tax problem is con- 
cerned with their wives’ estates rather 
than their own estates. Where the hus- 
band leaves one-half of his property, 
before taxes, to his wife and she has 
property of her own on top of it, her 
estate tax is obviously going to be larg- 
er than her hushand’s. If the stock is 
closely held and they desire to retain 
it in the family, then life insurance is 
the only way funds can be provided to 
pay the tax. 

o e _ 

The corporation, of course, can take 
out insurance on the life of the wife if 
she is an officer, and the section 115 
(g) (3) procedure of selling stock to 
the corporation to raise the tax money 
can be employed. But if she is not now 
an officer, as is the usual case, then 
the corporation does not have an in- 
surable interest. Therefore, for this 
reason or for some other reason, it 
may be necessary to provide the tax 
money outside the corporation, and 
this usually means that the husband 
would have to provide the insurance 
out of his income after taxes. This is 
becoming an increasingly difficult job 
as the cost of living keeps going up and 








income taxes remain high, the speaker 
said. 

If the husband has sufficient other 
property so that he can create an ir- 
revocable funded insurance trust, that 
would be an ideal solution. But he may 
not wish to part permanently with 
such assets. “Let us then use the 10- 
year or 15-year term trust, with the 
provision that the trustee shall take 
out insurance policies on the wife’s 
life and pay the premiums thereon out 
of a trust income.” 

Upon termination of the trust, the 
policies will be delivered to the chil- 
dren. The policies should probably be 
10-pay life or 15-pay life unless the 
children may have funds of their own 
to continue premiums on an ordinary 
life policy after the termination of the 
trust. Under such an arrangement the 
insurance proceeds will not be taxable 
until the death of the children and the 
income for paying the premiums would 
be taxable in the lowest income tax 
brackets. “Indeed, there could be a 
separate trust with a separate tax 
bracket for each child. At the end of 
the period the husband gets back his 
liquid securities or other property.” 

Under the powers of the trustee, Mr. 
Spindell suggested that the accumula- 
tive income from the trust estates be 
invested from time to time in annual 
premium or single premium life in- 
surance contracts and annuities issued 
on the life of the beneficiary for whom 
a special account is being held or on 
the life of any person in whom the ben- 
eficiary has an insurable interest other 
than the settlor. The trustee would 
have full power to maintain such re- 
serves in the special account as it 
thinks advisable for payment of future 
premiums on such policies, having in 
mind anticipated future additions of 
accumulated income in the special ac- 
count. 

Mr. Spindell also discussed from the 
trust company viewpoint, the crea- 
tion of a charitable trust; accumula- 
tion of funds to diversify family hold- 
ings and to preserve the family corpor- 
ation, and selection of trustees and 
their powers of management and dis- 
cretionary powers over income and 
corpus and gifts to minors. Also, dis- 
positive provisions of an irrevocable 
term trust. 


Plan to Boost Surplus 
of New Texas Military 
Insurer by $4,200,000 


American Independence Life, the 
new military insurer organized at 
Houston with $300,000 paid-in capital 
and surplus, now is offering exclusive- 
ly to military officers 50,000 shares 
each of capital and common stock 
under a plan to increase surplus by 
a net amount of $4,207,500. 

The company’s present $250,000 capi- 
tal and $50,000 surplus were furnished 
by its president, Troy V. Post, who also 
is president of Reinsurance Co. of 
America, Dallas, and chairman of 
American United Service Ins. Co. of 
Houston. Mr. Post holds 300,000 of the 
authorized 550,000 shares of common 
stock. 

The new shares are to be sold in 
units of five preferred shares and 
five common shares, at a price of 
$495. Provision is made for payment in 
36 monthly installments of $13.75. The 
preferred stock is to be callable at $100 
per share, and is to carry a dividend 
rate of 6% per annum on the redemp- 
tion price. 

If all units covering the 50,000 shares 
of both preferred and common stock 
are sold the promotors will have put 
up 5.7% of the capital raised and will 



















Late News Bulletins... 


(CONTINUED FROM PAGE 1) 


contacts the possibility of having modified provisions of section 3-N of the 
regulations governing sale of insurance to service personnel which require 
agent to leave with the applicant and the unit insurance office information 
great detail regarding policy provisions. 

It is understood that similar modifications of corresponding provisions 
the navy and air force regulations would also be welcomed. However, N.ALY 
representatives do not expect action for some time. 

It is pointed out that whereas the Defense Department conferred some tim: 
ago with representatives of various insurance interests to get their ideas abou 
what should go into the regulations, the latter were not submitted in dray 
form to industry representatives before the regulations were published, 1 
they had been, underwriters’ representatives say, it could have been pointy 
out that the requirements complained of are not wholly reasonable. 

While details are not available as to exact changes desired in the requir, 
ments concerning information to be supplied applicants and unit insurance gy. 
fices, it is reported that one change might be to limit the furnishing of detaj, 
complained of to the writing of coverage of enlisted men only. 

Such requirements need not apply in case of commissioned officers, it 
suggested. 

Admittedly, this would still leave the bulk of the burden effective, in viey 
of the proportion of enlisted men to officers. But net result, it is believed 
would be to discourage the writing of enlisted men. It is in that field that mog 
complaints are reported to have arisen regarding sale of life insurance 
servicemen, which ultimately led to the Defense Department directive anj 


regulations. 


N.Y. Life Agents to Hear Whittaker 

The opening educational meeting of New York City Life Underwriters Ass, 
Oct. 8 will have as speaker Edmund B. Whittaker, vice-president of Prudential, 
who will talk on “What’s Going on in Group Insurance.” 


Prudential Promotes Holahan, Price Retires 

John J. Holahan, has been promoted to superintendent of ordinary agencies 
in the New York metropolitan region for Prudential. He succeeds William F. 
Drake, who is joining Ostheimer & Co., Philadelphia, as reported elsewhere 
in this issue. 

Frank J. Price, Jr., a 28-year Prudential veteran, retired this week as associ- 
ate manager in the public relations and advertising department. 

Mr. Holahan has been with Prudential since 1937 when he became an agent 
at Buffalo. 

He returned there after army service and became an assistant manager be- 
fore moving to the home office as a training consultant. He later was promoted 
to assistant regional manager and regional manager. He will be in charge of 
ordinary agencies along the eastern seaboard from New York City to Wash- 
ington, D. C. 

Mr. Price had newspaper experience in Philadelphia, Chicago and New York 
before joining Prudential shortly after his return from Russia where he had 
been a field representative for Herbert Hoover’s American relief administration. 

From time to time, during his years of service with Prudential, Mr. Price 
was granted leaves of absence so that he could accept publicity assignments 
in connection with major civic and welfare programs. He has written a great 
number of short stories and novelettes, 167 of which were published. 
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have received common stock represent- 
ing 75% of the total voting power. 

O. R. Leverett, vice-president and 
agency director, was an officer of 
United Services Life of Washington 
for about eight years. In 1948 and 1949 
he was vice-president of Life of Amer- 
ica and then for two years served in a 
similar capacity with International 
Fidelity. Subsequently he was a gen- 
eral agent for insurance written on 
military officers by Life of America, 
and then held a similar post with 
Trans-American Life until early this 
year. He has been in insurance for 25 
years and is a marine veteran. 

John T. Gilchrist is secretary and 
actuary. He also is actuary for Reinsur- 
ance Co. of Dallas and for five years 
was an assistant actuary of the Texas 
insurance department. 

As yet the company has written no 
business. It is licensed only in Texas. 


New York Life Writing New 


Employe Protection Plan 


New York Life is now writing an 
“employe protection plan” under which 
life and A. & H. coverages are offered 
employes in organizations not large 
enough to qualify for regular group 
insurance. It is intended principally 
for businesses with 10 to 24 full-time 
employes. The plan has been app 
in most states, though final approval 
is pending in some. , 

There are four possible combinations 
of coverages under the new plan. They 
are life only, life and weekly income, 
life, weekly income and medical care 
coverages, and life and medical care 
coverages. 

Life benefits always must be i- 
cluded for all eligible employes. The 
weekly income coverage is optional. 
Disability benefits are payable from 
the first day for accident, from the 
eighth day for sickness, up to a 1% 
week maximum. 





Grant Breakfast Oct. 8 _ Medical care benefits also are op 
The traditional Business Men’s tional and may be written to cove 


employes alone or employes and 
dependents. The hospital expense ben- 
efit covers board, room and hospital 
extras with special aggregate amoult 
feature, ranging from $3,000 to $6,000, 
depending on the schedule sel 
Surgical expense benefits also alt 
available. 


Assurance breakfast honoring its chair- 
man, W. T. Grant, during the American 
Life Convention annual meeting, will 
be held Oct. 8. A highlight will be 
introduction of Robert C. Gilmore, Jr., 
Mutual Benefit Life, Bridgeport, Conn., 
new tour ene of National Assn. of Life 
ers. 
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PRAISE THE LORD 
AND PASS THE 
AMMUNITION! 


Missionary 
of Security 


If things had taken a little different shape, he 
might have been an evangelist, bringing light to those 
in darkness. Or a doctor, striving to heal the sick. 
Or a statesman, building peace among the nations. 

Wherever you found him, he’d be working with 
people . . . doing his best to point the way to a better, 
richer life for them and their children. For that is 
part of his nature. 

He has found his life work in a calling which 
satisfies his liking for people . . . his urge to help 
them. His profession permits him to serve almost 
every family in his community. He is privileged to 
help his clients make their dreams come true . . . to 
fulfill their hopes of security, of a good education 
for their children. assured ownership of their homes, 
and a pleasant old age unshadowed by want. 

He is a missionary of security. He is a life insur- 
ance salesman. He believes in the worth of his service 
— because over and over again, he has seen how life | 
insurance is uniquely helpful to its owners and their | 
families. He is always glad to explain how the many 
protection and investment values of life insurance 
can be applied to meet individual needs — to make 
dreams come true. We are always searching for more 
representatives who can live up to these high stand- 
ards. Mid-Western territory now open. 


ie 4 Farmers & Bankers Life 


INSURANCE COMPANY -¢ HOME OFFICE, WICHIIA 








A Navy Chaplain, aboard the Cruiser New 
Orleans, uttered the above, oft-repeated, fa- 
mous statement. It could well be the plea of 
every insurance representative. . Pan-American 
Life Insurance Company offers the following 
“ammunition”: 





Fine training 
Excellent sales aids 
Highly competitive merchandise 





Career contract for career men 









IN ADDITION— 
Unexcelled Home Office 
Underwriting and Service 













Pan-American’s liberal 
compensation plan includes: 


NON-CONTRIBUTORY 
3. Pension Plan 


4. Disability Benefits 






QUALITY -5= 


MARKS 


Purely Mutual Operation 
Over Half Century Service 
Highest Possible Rating 
Very Low Net Cost 
Growth... 50.% in 6 years 
$365,000,000. Insurance 
$123,000.000. Assets 
$ 10,500,000. 






1. Hospitalization 







NEW HOME OFFICE UNDER CONSTRUCTION 2. Group Insurance 








For information Address 


CHARLES J. MESMAN 
Superintend_nt of Agencies 


PAN AMERICAN 


“Trained General Agents 
Trained Lite Underwriters 
Generous Compensation 
Liberal pensions 
Modern underwriting 
Right size to serve 
Right size to be friendly 









CRAWFORD H. ELLIS 
President 








EDWARD G. SIMMONS 


a: Executive Vice-President 







Surplus Ideal midwestern location 


Life Underwriters and General Agency minded men Both 
like “ONE OF THE BEST’ FOR A BETTER FUTURE. 





KENNETH D. HAMER 


Vice-President & Agency Director 








MEW ORLEANS, U.S.A. 





CENTRAL LIFE ASSURANCE COMPANY ® DES MOINES. IOWA 





A pioneer in training agents for better service and 
salesmanship, Connecticut Mutual has been improving 
and refining its educational facilities for more than 30 
years. Connecticut Mutual representatives may rightly 
be confident that, whatever the life insurance need, the 
training they have had or can have will enable them to 


do the job well. 








Three formal study programs 
* in CM’s Educational Course. 
Part I, for new agents, includes nine 
volumes of basic study. Part II deals 
with programming and introduces 
business insurance. Part III covers 
taxes and business insurance and 
current problems in estate conserva- 
tion and employee plans. 


Ba 


Career Schools for new repre- 
* sentatives are held several 
times a year at the home office. They 
train in salesmanship, policyholder 
service, and coordination of Social 
Security and life insurance to assure 
comprehensive family financial 
security and retirement income. 


3 Advanced Underwriting 
* Forums are held regularly 
throughout the country to give CM 
representatives the latest develop- 
ments in business insurance and 
estate and pension planning. 











4 CM’s Management Training 

* Program includes seminars and 
conferences for general agents and 
supervisors. They cover agency 
management and the selection and 
training of agents. 
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CM representatives are encour- 
* aged to take the two-year 
course sponsored in many cities by 
the Life Underwriter Training Coun- 
cil to build their knowledge and 
skills. CM provides scholarships 
covering a substantial portion of the 
costs. 








6 CM has fully supported the 
* American College of Chartered 
Life Underwriters since its inception 
in 1927. Many CM agents are 
CLU’s; many more are taking the 
preparatory courses. 
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LIFE INSURANCE COMPAWNYF - Harford 








